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BEAUTIFUL FLOORS.. 
STRAIGHT FROM 
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Carton Full of Miracles 


A wonderful — and profitable — world of color and design in floors is at 
| your service in the homes you build, from the Carton Full of Miracles 
that is Azrock vinyl asbestos tile. Plan and install custom floor designs, 
straight from the carton ... meet or beat your flooring budget... and reap 
the benefits of buyer response that means easier, more profitable sales. 
Azrock makes more than 120 superior-value colors and styles in vinyl 
asbestos tile. And Azrock will help spark your design imagination with 
our colorful new brochure, "25 Ideas for Decorating with Floors by Azrock," 
shown at right... yours with our compliments. Send for your copy today! 
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America's leading vinyl asbestos floor tile 


i : . estos TILE -— 
Write for free literature and samples. Azrock Floor Products, 552 B Frost Building, San Antonio, Texas 78205. Y $7 


rit 


INTRODUCING 
THE 
“HERITAGE” 
HOOD 


FROM NUTONE... 
NATURALLY! 


for details Æ 


This new NU TONE “HERITAGE” 
HOOD offers a NEW HIGH in 
Styling, Convenience,Profit! 


Gracefully curved height 
of 24 inches eliminates 
the need, cost and 
installation of over- 
hood cabinets. 


Dramatic new high-rise 
styling with a massive 
"custom" look only 
NuTone could achieve 
in a moderately 

priced hood. 


Available in striking new 
Brushed Antique Copper 
finish (shown) as well as 
popular Avocado, 
Colonial Copper, 
Harvest Gold, White and 
Stainless Steel. 


NuTone's exclusive 
certified Sone-Ratings on 
all models with built-in 
power units, substantiate 
our claim to quietness. 


A complete new line with 
built-in power units; 
hoods only, for use with 
NuTone Exterior- 
mounted fans... plus 
non-duct models. 


Greater collection 
capacity inside and full 
21" front-to-back depth 
to reach front burners for 
highest efficiency. 


Model V-41 BR30 


Contact your NuTone representative TO- 
DAY! Get all the facts on this trendsetting 
line of NuTone Heritage hoods. Or, write: 
Dept. HH-3 


NuTone (sn) 


Madison and Red Bank Roads, Cincinnati, Ohio 45227 
NEW DIMENSIONS IN BETTER LIVING 


V-47 twin-faced hood-fan V-42 hood fan i 
for peninsula or pass-thru use. with solid state speed control. 
This exciting new line includes twin-faced models for use above pass- 


thru counters and peninsulas, as well as conventional wall-mounted 
units in 30, 36, 42 and 48 inch widths. 
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NEWS 


A new housing market 


Builders move in on mobile-home boom—as land developers 


Builder-developers are setting up half of the 
country’s new mobile-home subdivisions. 

And more builders are getting into the act 
every day. 

The consultants who helped plan 75% of 
last year’s 100,000 mobile-home lots report 
that they are working with twice as many 
builders as they did two years ago. 

The parks represent a broad new field for 
the builder, but there is one catch. A park 
requires a lot of cash—upwards of $80,000. 

But the builders have moved in at the op- 
portune moment. While struggling to in- 
crease conventional house sales for the last 
three years, the builders watched the mobile 
boom in horror and fascination. Many began 
exploring ways to get in on the bonanza, and 
the chance came last year when a shortage of 
mobile-home lots reached crisis proportions. 

Mobile-home makers produced three units 
for every new lot last year (320,000 to 100,- 
000).* Dealers from the Carolinas to Cali- 
fornia are storing outside their salesrooms 
some units they have already sold. 

Builders’ big move. Here’s how build- 
ers have plunged into the housing gap of the 
generation: 

e California homebuilder Ray Watt of 
the Boise Cascade Corp. will develop 20 
mobile-home subdivisions in four states this 
year. Watt developed four parks last year. 

e Active members of NAHB, such as 
Hugh Thorson of Minneapolis, have for- 
saken single-family homebuilding to become 
mobile-home dealers and developers. 

e A Tennessee realty broker, Samuel 
Chambers, is building a chain of mobile- 
home parks throughout the South. His poten- 
tial franchisees: a pool of homebuilders re- 
cruited during January’s NAHB convention in 
Houston. 

e Builders are seeking advice about mo- 
bile-home parks from at least 50 consultant 
firms around the country, including Walter 
& Son of Newport Beach, Calif., which has 
26 parks on its drawing boards. 

e And every day five new builders seek 


* About 70,000 units—purchased mostly by rural 
buyers—will never be parked in subdivisions. 


D > e 
Ñ 4 


«a a 
y r La 


4 


POND WITH WATERFALL dresses up mobile-home display at Ray Watt's San Dimas, Calif., park. 


PALM SPRINGS 
MOBILE COUNTRY CLUB 


POSH PARK is as elaborate as a house subdivision. The 25-acre park has 260 lots, all utilities, roads, golf 
course, ponds and clubhouse. Planner: Walter & Son of Newport Beach, Calif, Half the park is shown. 


technical advice from a special planning staff 
at the Mobile Homes Manufacturers Assn. 
in Chicago. Dick Beitler of MHMA says, 
“Even experienced subdividers need help 
when they switch to mobile-home parks.” 

The big companies. Major developers 
and investors are also diversifying into mo- 
bile-home parks: 

e Florida’s Deltona Corp. has announced 
bold plans for park development. And other 
Florida land developers, including Gulf 
American and General Development, are 
making like plans. 

e Another Florida giant, publicly held 
United Utilities, has broken ground for the 
nation’s largest mobile-home subdivision on 
968 acres once earmarked for single-family 
homes. Sales forecast: 1,000 lots a year. 

e Abner Wolf Mobile Home Industries of 
Florida, just organized by millionaire in- 
vestor Abner Wolf, will offer its shares to the 
public this spring to raise $25 million for a 
chain of parks, 

e Rex-Noreco Inc. of New Jersey, a pub- 


licly held company that helps finance mobile 
homes, has started a 400-lot park near Liber- 
ty in New York state’s Catskill Mountains. 

e Two Wall Street conglomerates outside 
the housing industry are exploring mass pro- 
duction of parks. Beitler of MHMA says one 
company “has $100 million to spend.” 

e TraileRancho Corp., a California affili- 
ate of the TraveLodge Corp. motel firm, is 
adding to its string of 19 mobile-home parks 
by acquiring existing parks in Nevada and 
Arizona. TraileRancho is publicly held. 

e Even mobile-home manufacturers have 
begun to shed their traditional reluctance to- 
ward developing parks. Two new park de- 
velopers: Richardson Homes of Elkhardt 
and DMH Corp. of Detroit. 

New amenities. Despite the burst of 
builder interest, the great majority of home- 
builders still look down at mobile-home sub- 
divisions and the men who develop them. 

Says one: “Those mobile-home guys are 
like shoe salesmen who sell empty shoe 
boxes instead of shoes.” 

Most builders envision mobile-home parks 
as treeless trailer camps, and they think the 
developers are all dealers who own profitless 
parks only to boost their mobile-home sales. 

There is truth to the stereotype. A full 
13,000 of the nation’s 20,000 mobile-home 
parks can hold no more than 10 units each 
and are therefore considered obsolete. And 
many profitless parks are owned by dealers. 

But there is change in the wind. New parks 
in California and Florida, with lots renting 
for $65 and up, are packed with amenities 
such as clubhouses, swimming pools, golf 
courses, canal systems, riding trails and even 
landing strips for private planes. 

The clubhouse in one California subdivi- 
sion has a stock-quotation board and direct 
telephones to the stock exchange. 

Former homebuilder Richard Martens, a 
vice president of the Ray Watt Co., says 
flatly: 


HOUSE & HOME 


“Our mobile-home parks have more amen- 
ities than our new-house subdivisions.” 

And Minneapolis builder Thorson says: 

“The builders getting into the market now 
will further upgrade land planning, mobile- 
home siting—and merchandising.” 

Today’s mobile-home owner seems to like 
the new parks well enough to stay. Although 
the public still imagines them as modern-day 
nomads, mobile-home owners live in one sub- 
division for about as long as conventional 
homeowners do—4% years. One stable 
mobile-home owner: Al Hoyt, a vice presi- 
dent of Bank of America. 

Besides the amenities, today’s park build- 
ers are introducing a bagful of imaginative 
development techniques. Here are four, all 
offering a 12% to 18% return on invest- 
ment. 

Developing parks. California’s Ray 
Watt does the entire job—from land assem- 
bly to installation of water and sewer lines— 
and then sells the park to investor-managers 
(most usually Whitesides, Williams & Coult 
of Orange, Calif.) 

The price for a 25-acre park with 150 lots 
(48 ft. x 70 ft.) and amenities can be $750,- 
000 or $5,000 a lot. 

To keep the parks coming, Watt launched 
a nationwide land hunt six months ago. Now 
a company land expert is touring the coun- 
tryside in a specially equipped bus while per- 
sonally inspecting 200 potential sites. If he 
likes a site, he buys it. 

Joint venturing. United Utilities will 
open its Sandalfoot Cove subdivision near 
Fort Lauderdale, Fla.—the nation’s largest 
mobile-home park—to select dealers. In re- 
turn for the ready market, the dealer will pay 
a minor percentage of its unit-sale profits to 
United. 

United plans another departure. Rather 
than rent lots, it will sell its 6,000 sq. ft. lots 
to mobile-home owners for about $4,800 
each. United reasons that all homeowners 
want the security of owning their own land. 

Starting dealerships. Builder Thorson 
thinks he can squeeze extra profit from his 
100-acre park in Lebanon Township, near 
Minneapolis, by selling mobile homes him- 
self. 

He concedes that today selling mobile 
units is closer to selling cars than houses. But 
he plans to bring merchant-builder marketing 
to the business by selling units from a land- 
scaped model area in the park—a practice 
that is gaining popularity. 

"Some of my fellow builders think I am 
committing a crime," says the NAHB member. 
“But a builder's first job is to house people, 
and I think mobile homes offer a good way 
to do it." 

Thorson has not built a single-family house 
in three years, though he still builds apart- 
ments and townhouses. 

Creating franchise chains. This ap- 
proach excites the big Wall Street companies. 
But so far a former Chattanooga realty 
broker has perhaps the only firm franchise 
plan. 

Sam Chambers decided to start a mobile- 
park chain three years ago after touring 
some dismal parks in his family camper. He 
notes that a similar experience inspired Mem- 
phis builders Kemmons Wilson and Wallace 
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“The manufactured house will bring us 
together." 

It is Arthur Decio speaking. At 37 
he is the president of Skyline Corp., one 
of the mobile-home industry's biggest 
and most prosperous producers. (First 
half sales for fiscal '69: up 7996 to $85 
million.) 

Decio's view of the future of Ameri- 
can homebuilding 
goes like this: "In 
five years or so total 
housing companies 
will emerge to pro- 
į duce factory-built 
houses.” These will 
have the style of 
conventional units 
and the price of mo- 
bile homes. They will be sophisticated 
versions of today’s box-like sectional 
houses that are shipped in halves from 
factories. 

“Then we and the homebuilders will 
need each other," says Decio. “We man- 
ufacturers know how to produce houses 
on assembly lines, and the builders know 
how to subdivide land." 

The underlying assumption is that the 
evolution of both conventional houses 
and mobile homes has reached a per- 
manent plateau. 

Says Decio: “There isn't much more 
we can do with the standard mobile 
home." 

And Ben Deane, the innovative home- 
builder who created the indoor-outdoor 
kitchen, echoes: 

"There isn't much more we can do 
with the conventional house." 

Merging into one. Already merg- 
ers by leading companies have blurred 
the line between the two housing fac- 
tions. The mobile-group's Redman In- 


DECIO 


Mobile giant predicts ‘one housing industry’ | 


dustries just purchased Kansas Quality 
Construction, a large apartment builder 
(NEW, Feb.). Boise Cascade has added 
mobile-home giant Divco-Wayne to its 
shelter-group companies, which include 
homebuilder Ray Watt. 

Other big companies are trying to 
stitch together corporate trousseaus for 
tomorrow's shotgun wedding. Art Decio 
says bluntly: 

“T want to buy some homebuilders in 
about a year. And when we move, we 
are going to move faster than our com- 
petitors." 

Homebuilder Eli Broad of Kaufman 
& Broad is shopping for a mobile-home 
maker, though he complains that the 
companies seem prohibitively expensive. 

Joint activities. Mergers could 
combine the industries quickly. There 
are only 220 mobile-home makers, and 
the 15 biggest dominate the industry. 

There are other small but significant 
signs of industry melding. Builders are 
beginning to construct houses and de- 
velop mobile-home parks at the same 
time. A mobile-home park franchiser 
—who did not attend the mobile-home 
convention—drew 400 interested build- 
ers to his booth at NAHB's convention 
last month. And at the same convention, 
for the first time, a panel of mobile- 
home experts addressed the homebuild- 
ers. 

Says mobile-home dealer and apart- 
ment builder Hugh Thorson of Minne- 
apolis: 

"The NAHB members will acept mo- 
bile homes, just as they now accept 
apartments." 

Thorson, an NAHB member, got inter- 
ested in mobile homes two years ago as 
a member of NAHB's own market-devel- 
opment task force. 


Johnson to enter the motel business—with 
their Holiday Inns. 

Chambers studied the park business first 
hand by building and managing three Ten- 
nessee parks. Now he and his five-man staff 
are offering to put any builder-investor in 
business by 1) finding a site that the builder 
should buy, 2) helping to win zoning, 3) 
arranging a development loan, 4) hiring and 
training a park manager and 5) monitoring 
the operators management policies. | 

In return, Chambers's Green Acres of 
America Inc. takes a fee ($20,000 and up) 
and 5% of a park's gross rent. 

A financial model. Green Acres claims 
a typical 100-lot park will yield annual net 
income of 16.7% after depreciation and an 
overall return on investment of 29.3%. 

Green Acres assumes the builder will 
spend $37,500 (or $2,500 an acre) for a 
15-acre site, and invest another $220,000 
(or $2,200 a lot) in land development. He 
should have another $10,000 available for 
working capital. Green Acres will secure a 
$180,250 mortgage, for 20 years at 896 , cov- 


ering 70% of the land and improvement 
costs. So the builder's net exposure (invest- 
ment minus mortgage) will be $87,250. 

By assuming a $45 monthly lot rent and a 
low 5% vacancy rate, Green Acres says the 
park's annual income will be $51,300. The 
operator will realize another $4,000 from 
vending machines, such as clothes washers, 
for gross income of $55,300 a year. 

Annual expenses will be $29,765—$18,- 
000 for salaries and maintenance, $2,565 for 
franchise fees and $9,200 for mortgage 
interest. 

That leaves the builder-investor with a 
net income of $14,535 after deducting 20- 
year, straight-line depreciation on the park 
of $11,000. 

Risks of the game. Those rosy profit 
figures—and indeed, all current optimism 
about mobile-home parks—must be weighed 
against the rocky histories of some early mo- 
bile-park developers. 

Holiday Mobile Home Resorts of Phoenix 
has been in and out of bankruptcy twice, 

Story continued on p. 8 
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Centura. Ushering in an entirely 
new era in wall switches and receptacles. 


There's never been styling like this before. Dynamic. Elegant. With the class 
and distinction that architects and interior designers revel in. 


And color! More than ten-thousand combinations. 


Is Centura's beauty only skin deep? Not on your life. Built in behind the wall- 
plates are top Specification-Grade engineering and construction. So good, in 
fact, that Centura is backed by Leviton's unprecedented 25-Year Guarantee of 
Performance. Listed by UL and CSA, of course. 


You probably have already seen Centura in those buildings where nothing 
less than the ultimate will do. If you haven't yet seen samples, call your Leviton 
distributor or sales representative right now. Or write to us direct. 


o 


LEVITON 
| | us 


236 Greenpoint Ave., Brooklyn, N.Y. 11222 * Phone (212) 383-4500 
In Canada, Plant and Offices in the Province of Quebec. 
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continued from p. 5 


Mobile-home park boom... . continued 


and now local Western S&L has filed $2.5- 
million foreclosure proceedings against two 
of the company's three parks. TraileRancho, 
which has had troubles of its own, is now 
negotiating to purchase all three parks. 

Mobilife Corp. of Florida sold its shares to 
the public in 1960 to raise development 
funds for a national park chain. But it was 
caught with a 1,700-acre land inventory in 
the real-estate recession of 1963. 

In 1966, Detroit's DMH, a mobile-home 
manufacturer, purchased the Mobilife Corp. 
and its three existing parks for less than 
$100,000, according to DMH Secretary 
George Lucas. In 1967 and 1968 Mobilife 
division lost $757,000. Lucas says it may 
generate a small profit this year. 

Sam Chambers is familiar with this history 
and is not dismayed. 

“I feel that some of those companies may 
have been ahead of their time,” he says. “We 
now face the propitious time.” 

Today’s park builders still must buck two 
long-standing obstacles—getting zoning and 
getting a decent development loan. 

Getting zoning. The zoning is coming 
along easier these days. The handsome mo- 
bile subdivisions that are being created 
around the country are helping to shatter 
zoning prejudice. To help project the new 
image, MHMA has prepared films and slide 
presentations that developers can show to 
local zoning boards. 

And zoning boards seem more willing to 
work with today’s builders than yesterday’s 


Housing stocks sink again; 
mobile homes down sharply 


President Mark Salitan of Rex-Noreco Inc., 
which finances mobile-home dealers, says 
inventory may now force production cuts. 
The mobile-home index dived from 706 to 
646 last month. Here’s the other index: 


HOUSE ¢ HOME 
VALUE INDEX 


OF 25 BUILDING STOCKS 


COMPOSITE 
300 


200 


100 —- 
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How the top five did in each category: 
Feb.'68 Jan.’69 Feb. ’69 


Builders 230.68 461.72 451.85 

Land develop. 279.59 568.53 564.67 

Mortgage cos. 240.18 483.00 546.15 

Mobile homes 199.79 706.46 646.20 

S&Ls 127.81 171.48 167.56 
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dealer-developers. Says builder Thorson: 

“T got my zoning mainly because I have a 
reputation as a good builder.” 

Getting loans. The money is getting 
tighter. There are more lenders available 
than two years ago—including Bank of 
America, Pacific Mutual Life Insurance and 
Wells Fargo Bank—but the price of the loan 
has skyrocketed from 8% to 12%. What's 
worse, some loans cover no more than 50% 
of improvement costs, and loan terms have 
shrunk to 12 years and less. 

These terms, more than any other single 
factor, tend to restrict park development to 
such cash-rich investors as Abner Wolf 


(worth $50 million) and such large builders 
as the Ray Watt Co. 

For example, the financially solid Watt 
Co. in still negotiating 20-year loans for its 
park buyers at about 9% , which cover 60% 


of the sale price. Watt demands a 20% 
downpayment, and holds a second mortgage 
for the remaining 20%. 

Franchiser Chambers hopes to crack the 
financial barrier by offering institutional in- 
vestors the opportunity to lend $4 million on 
a package of 20 mobile-home parks. “Big 
investors," he says, “are only interested in big 
loans.” 

For the little guy. Some help is on the 
way for small developers. 

Giant Commercial Credit of Baltimore, 
which finances mobile-home sales, has ear- 
marked $5 million for development-loan 
guarantees. Such guarantees should help 20 
builder-developers negotiate favorable terms 
from local lenders this year. 

The Moic Investment Corp., the private 
enterprise version of the FHA, is preparing 
like loan guarantees. 

And FHA may be moving into the field 
with government guarantees that effectively 
cover 7596 of a park's development cost. Un- 
der the inflexible regulations of a 1960 pro- 
gram, FHA loan guarantees cover only about 
3596 of a park's actual development cost to- 
day. So park developers are forced to pro- 
ceed without FHA help. 

After House & HoME reported this to 
FHA's Charles Dieman, he reviewed the 1960 
program and immediately began rewriting 
the regulations. Says Dieman: 

“The regulations have to be grossly sim- 
plified, and there have to be allowances for 


amenities.” —FRANK LALLI 
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Polished Chrome” 


Price Pfister Marquis is now available in special 
finishes and translucent colored handles. 
Competitively priced and protected with our exclusive 
LustreGard™ protective coating. 


PRICE PFISTER 


Manufacturers of Plumbing Brass/13500 Paxton Street, Pacoima, California 91331 
Sold only through wholesalers. Warehouses in: Alabama; Illinois; Texas; California; New Jersey 
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HUD’s Romney off to a fast start—and on solid ground 


Wide World Photo 


No more unrealistic goals. No more wild 
promises. No more grandiose programs that 
can’t work and that serve only to frustrate 
people and dim their hopes. 

It’s going to be an eyeball-to-eyeball de- 
partment, HUD is. And if Secretary George 
Romney has anything to say, the nation's 
housing problems will be solved one by one 
—“but only to the extent we have the re- 
sources to do so." 

The sharp shift in emphasis that has 
marked the early days of the new HUD may 
be giving long-time bureaucrats gray hair, 
but the Michigan dragon-killer is deter- 
mined not to overplay. 

He's aware of the difficulties that con- 
fronted Secretary Weaver when he prom- 
ised too much and delivered too little. 

Action. If Romney has spoken softly 
in promises, he has come on like gang- 
busters in other areas. 

Within days after taking office he took 
several decisive steps on solid ground. 

* He raised the FHA rate from 624 96 to 
7⁄2 96—an action long overdue, he said 
and one that was immediately applauded by 
virtually all segments of the mortgage mar- 
ket. (For reaction, see p. 28). 

* He took a stand that reportedly an- 
gered AFL-CIO chief George Meany, letting 
Meany know "without beating about the 
bush" that he wasn't happy with all the 
labor problems facing the housing industry. 

© He sharply criticized the goals estab- 
lished for housing in the 1968 act, flatly 
asserting that they are "beyond the govern- 
ment's resources." 

* He suspended all of HUD's urban give- 
away programs for 30 days to allow a com- 
plete review. 

e He named a team of both generalists 
and housing experts that will, he says, bal- 
ance each other. At.the same time he 
leaned heavily to Negroes in picking his 
chief assistants—and by so doing made a 
gesture of peace to those who criticized 
President Nixon for omitting Negroes from 
the cabinet. 

Labor confrontation. Romney set a 
forthright tone for his administration during 
his confrontation with big labor's Meany. 

"He expressed himself frankly, and so 
did I,” Romney said later. “He thought I 
was placing too much stress on labor cost 
as an obstacle to more housing, and he 
pointed out some other costs which he be- 
lieved more troublesome than increasing 
labor prices (such as materials prices and 
mortgage interest rates). 

“For my part, I discussed with him the 
labor problems existing in the housing in- 
dustry—and in fact, that was the reason I 
called on him in the first place. He plays 
a vital part in our immediate area of re- 
sponsibility.” 

Romney insisted the meeting was not a 
“disaster,” as one national broadcast had 
said. But the broadcast, and other news 
accounts, reported that Romney angered 
Meany by vowing to break down restrictive 
building-trade practices and by praising 
rival labor leader Walter Reuther of the 
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HUD's LEADERS include assistant secretaries Samuel J. Simmons, Floyd H. Hyde and Samuel C. Jack- 


son; Secretary Romney, Undersecretary Richard C. Van Dusen and Counsel Sherman Unger. 


Romney's team lacks housing experience 


All but one of the aides named by Housing 
Secretary George Romney are virtually 
without credentials as housing experts. 

The exception is Mayor Floyd H. Hyde 
of Fresno, Calif., who was named assistant 
secretary for model cities and governmental 
relations. Hyde is known among urban ex- 
perts as a liberal, who has called for more 
federal money and more industry effort to 
build low- and moderate-income housing. 

The other early appointees seem to make 
up for their lack of housing experience with 
their long service to both Romney and poli- 
tics. 

Is that bad? Members of the Senate 
Banking Committee debated the point to a 
standstill last month, and then approved all 
five of Romney's appointees—unanimously. 

Sen. William Proxmire (D., Wis.) told 
the appointees that he considered them 
"able and competent men." But he added: 

"Your biographical statements . . . in- 
dicate that you lack the expertise that was 
characteristic of your predecessors in the 
Johnson Administration." 

The committee's ranking Republican, 


widely powerful United Auto Workers. 

“Tt is ironic,” wrote columnist Saul Fried- 
man in the Detroit Free Press, “that Rom- 
ney’s well known lack of finesse put him at 
odds with Meany so quickly. Just a little 
while before, Romney had been telling 
Senators that negotiations with the AFL-CIO 
and the building trades were going to be as 
delicate as the peace talks in Paris.” 

Program suspension. Romney’s order 
on urban projects withdrew from sub- 
agency heads and regional officials around 
the country all authority to approve grants, 
loans or subsidies for housing and city im- 
provement programs. 


Sen. Wallace Bennett of Utah countered 
by noting that “most of the questions asked 
of these gentlemen [by the Banking Com- 
mittee] were aimed at curing the situation 
created by those’ professionals.” 

And a freshman Democrat, Sen. Alan 
Cranston of California, added that he also 
had not been “too impressed by the work 
of those government housing experts.” 


The men to take high posts include Rich- 
ard C. Van Dusen, a Michigan attorney 
who was legal advisor to Romney when he 
was governor, as HUD undersecretary; Sam- 
uel J. Simmons, also from Michigan, who 
had been director of the field services divi- 
sion of the U.S. Civil Rights Commission, 
as assistant secretary for equal opportunity; 
Samuel C. Jackson, vice president of the 
American Arbitration Association and an 
active member of the NAACP, as assistant 
secretary for metropolitan development, and 
Sherman Unger, longtime political associate 
of President Nixon, as HUD general counsel. 

Dwight Ink, assistant secretary for ad- 
ministration, is slated to remain in that 
job. —A.M. 


The secretary decreed that all informa- 
tion on the programs “contemplated or in 
process of being approved” must be sub- 
mitted “for review and consideration.” 

The order covers all phases of urban re- 
newal, slum clearance, neighborhood facili- 
ties, open space and beautification, low-rent 
public housing (including turn-key pro- 
grams), urban planning assistance, water 
and sewer facilities and surveys relating to 
state and local public works and historic 
preservation. 

—ANDY MANDALA 
Washington 
NEWS continued on p. 20 
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For over 60 years, Andersen, along withleading architects 
and builders, has campaigned for more beautiful build- 
ings. A quiet, but solid campaign for more window variety, 
warmth and weathertightness. 

Our campaign materials? Andersen offers 6 different 
window styles and hundreds of sizes to help you fight 
cold comformity and beautify the landscape. (There are 
great Andersen Gliding Doors, too!) And, you can get the 
clean, profile lines, the solid, natural beauty and warmth 
of wood; or, all the beautiful maintenance-free features 
of Perma-Shield" right from local warehouse stock. 

Do your part to help keep America beautiful. Specify 

.use Andersen Windows and Gliding Doors. They're 
beautifully at home almost anywhere. 
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Andersen Perma-Shield 


eliminated window maintenance. 


"There's a beautiful ocean view from the balconies 


bi of this seaside inn. There's plenty of corrosive salt 
: air, too. That's why the architect specified 8-foot 
p Perma-Shield Gliding Doors, with welded insulating 
hc. glass. Inside both sash and frame, there's a heart of 
warm, stable wood. Outside, there's a sheath of rigid, 
weatherproof vinyl that doesn't need painting, resists 

denting and warping, can't rust or corrode. 


Washington Club Inn, Virginia Beach, Virginia. Architect: Evan J. McCorkle, Virginia Beach. 


Windows have practically 
That's the real beauty of them. 


wonton, Because of a difficult elevation, window mainte- 
P rigid *^, nance might have been a nightmare at this St. Paul, 
vinyl Minnesota girls residence. Perma-Shield Windows 
„sheath avoided the problem beautifully. There's no need 
**eseeee* for storm windows with welded insulating glass, and 
the rigid vinyl sheath doesn't need painting. You can 
choose Perma-Shield double-hung, casements, 
awning style, fixed types, single or multiples right 
from stock. There are six sizes of gliding doors, dozens 

of window sizes and combinations. 


Emma Norton Methodist Girls' Residence, St. Paul, Minn. Architects: Progressive Design Associates, St. Paul. 


More new schools with 
to match the settings. 


Yous might expect custom windows in a design as 
different as Aspen High School, but there was no 
need for them. The students look at the mountains 
through stock Andersen Casements, just one of 6 types 
and hundreds of sizes available. Close Andersen 
tolerances may mean up to 15% fuel savings. It 
didn’t take a crew of window specialists to install 
them, either. 


Aspen High School, Aspen, Colorado. Architects: Caudill Associates, Aspen. 
y f $ 


beautiful, weathertight windows 


The natural look and warmth of Andersen wood 
windows match the warmth and charm of this beau- 
tiful school setting. There are plenty of Andersen 
sizes and styles to permit design freedom. And the 
architect knew in advance that every window for 
Simon’s Rock School would be available fast from 
local warehouse stock ...a comforting thought on 
any job. 


Proof that stock 
beautifully custom. 


Here again, window design details make the differ- 
ence. These might have been look-alike townhouses. 
They’re all part of the same development. Yet 
each unit has its own charm and sales appeal. Each 
townhouse has its own style with stock Andersen 
windows. Maintenance is the builder’s obligation 
here, so he appreciates the solid service backup he 
gets from his nearby Andersen Distributor. 


Wellington Greens, Lincoln, Nebraska. Architect: Sidney Campbell. 
m 7 
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Andersen Windows can be 


Th condominium has character, thanks partly to the 
creative use of windows. It has another kind of 
appeal, too: the sales appeal of low maintenance. 
That’s the sales key for many condominium pros- 
pects. They’re quality conscious, and they know 
what they don’t want. They’re out to avoid all the 
usual upkeep of home ownership, and trouble-free 
Andersen Windows fit into the picture beautifully. 


Bonnymede at Montecito, California. Architects: Hawkins and Lindsey and Associates, Los Angeles. 
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Look at all the styles, features 


and options you can get. 


Beautiful, huh? 


Meet Andersen Perma-Shield . . . the 
most attractive window option to 
come along since insulating glass. 
Perma-Shield Windows don’t need 
painting or storm windows. They re- 
sist denting and warping. They can’t 


Vinyl sheath 
doesn't need it. 
Won't rust, pit 
or corrode like 
metal. 


| 
No painting. | 
| 
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No maintenance. 
Vinyl sheath 
won't need 
scraping, 
painting or putty. 
Even hinges are 
stainless steel, 


No puttying. 
Flexible vinyl 
forms seal. All 
glazing 
compound is in 
the groove. 


WANT MORE INFORMATION? 


You'll find technical details in Sweets Architectural or 
Light Commercial Catalog. But if we can do anything 
else to help you make beautiful buildings, let us know. 


Mail to: Andersen Corp., Bayport, Minn. 55003. 
C Send me literature on your Perma-Shield Windows. 


C] Send me literature on your wood window line. 


O Pd like a Perma-Shield demonstration, 
have a representative call me. 


NAME 


TITLE 
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rust or corrode. They've now been 
performance proved on thousands of 
jobs—exposed to every climate over 
the past 10 years. Inside, they have 
natural wood trim, so they can be 
finished to match any decor. 

The perfect window? You'll have 
to decide about that for yourself. 
We're proud of it, and we're pleased 
that Perma-Shield Windows are being 
specified for some of the best new 
commercial buildings and residences. 
Perma-Shield Windows are available 
in double-hung, casement, awning 
style, or fixed-type windows in single 
or multiple units. Gliding doors in 6, 
8, 9 and 12-foot widths. 


No storm 
windows. 

You don't need 
them with 
double-pane 
insulating glass. 
Only two glass 
surfaces to 
clean —not four. 


No drafts. 


Vinyl weather- 
stripping seals 
'em out, springs 
back to shape 
indefinitely. 


No sticking. 
Wood's stable, 
and a natural 
insulator. Won't 
expand or 
contract, stick 
or bind. 
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Andersen 


Windowalls 


Window Beauty is Andersen 
ANDERSEN CORPORATION * BAYPORT, MINNESOTA 55003 


Hundreds of sizes, thousands of 
combinations. 

'There are 6 Andersen wood window 
styles, so we never handicap design. 


O 
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WNING 
DOUBLE-HUNG* AND FIXED* 


CASEMENT* 
* Available in Perma-Shield 


Options to match. 


Welded insulating glass, safety glass, 
tempered glass, removable vinyl 
grilles, screens, storm panels . . . every 
option you need is available on An- 
dersen windows and gliding doors. 


GLIDING 


Quality down to the finest detail. 
Durable, special-finish operators, 
stainless steel hinges on all Perma- 
Shield Windows, preservative treated 
wood, millwork tolerances so close 
that Andersen Windows are often up 
to 4 times more weathertight than 
other windows— things that add up 
to the big Andersen difference. 

Help keep America beautiful, 
specify and use... 
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How new golf courses à 
can save $17,141 with AstroTurf 
tees and greens 


Here's what you won't need: 


7 Power Green Mowers 
1 Power Vertical Mower 
2 Triplex Mowers 
1 Power Sprayer—150 gal. 
2 Power Aerators 
1 Power Spiker 
1 Rotovator 
1 Power Top Dresser 
1 Power Drag Mat 
2 Fertilizer Spreaders 
2 Hole Cutters 
18 Cups 
95 Green & Tee Valves 
36 Tee & Green Sprinklers 
Water Pipe 
Total 


$ 3,640.00 
620.00 
4,150.00 
1,230.00 
1,410.00 
440.00 
835.00 
965.00 
440.00 
146.00 
60.00 
85.00 
1,900.00 
720.00 
500.00 
$17,141.00 
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Based on equipment recommended for 18 tees 
and greens by United States Golf Association 


Establishment and maintenance of tees 
and greens used to be the expensive 
part of operating a golf course. Our list 
gives you some idea. AstroTurf tees 
and greens eliminate the need for a lot 
of costly equipment and supplies. They 
free your maintenance crew for other 
work. How? 


AstroTurf is a grass-like, grass-green, 
nylon surface for tees and greens. lt 
replaces grass in these critical areas. 
No seeding, feeding, weeding, water- 


ing, or de-bugging. And AstroTurf is 
instant. Install it and play on it right 
away. 


For tees, AstroTurf is incredibly long- 
wearing. Tee installations still look 
brand new in their second year at clubs 
across the nation. Club head slashes 
that ruined a turf tee never hurt Astro- 
Turf tees. (One AstroTurf tee, 15 ft. x 
20 ft., costs $750 plus installation.) 


For greens, AstroTurf matches the 
playability of the nation's finest grass 
greens. Even the “bite,” bounce and 
roll are the same. We tested 120 fine 
grass greens around the nation. Then 
we carefully engineered AstroTurf to 
play as well or better. lts allover uni- 
formity eliminates putting hazards like 
mold spots, spike holes and worn areas. 
(One AstroTurf green, 4,000 sa. ft., costs 
$8,450 plus installation.) 


AstroTurf tees and greens are an invest- 
ment in rapid readiness, minimum 
maintenance, and good play for a longer 
season. For complete information and 
a list of installations near you, write: 
Monsanto Company, Dept. 157, 800 N. 
Lindbergh Blvd., St. Louis, Mo. 63166. 


AstroTurf tee at Bermuda Dunes Country Club, Palm Springs, California 


¡Astro Turf 


RECREATIONAL SURFACES BY 


Monsanto 
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In Italy: How do you keep ’em in slums after they’ve seen new housing? 


Photos: Pressphoto Naples 


The question has stumped Italian authori- 
ties since sobbing women with bambini and 
husbands in tow invaded new, unoccupied 
apartments in Naples. 

City officials who were about to assign 
other families to the state-financed units 
asked police to evict the squatters. But 
women marched onto balconies, struck 
poses reminiscent of Italian opera, and 
threatened to jump to their deaths rather 
than move back to Naples’ wretched slums. 

The perplexed police retreated. After 
huddling with city officials, the police pro- 
posed a time-consuming squatter census. 

As soon as thé police get an exact count 
they will try to evict the thousands of fami- 
lies. But the police may lose count, for 
each day new families, dragging possessions, 
trundle into the 600-unit complex. 

The $16-a-month units are far from 
paradise—especially now that authorities 
have turned off water, heat and electricity. 
Yet, the two-bedroom units are palatial 
compared to Naples’ notorious bassi, base- 
ments divided into rooms by blankets. 

One woman who proudly displayed the 
bruises she acquired breaking into her new 
home said: 

“We have waited four years to be as- 
signed to this public housing. We got fed 
up.” 

A Naples official replied with the essence 
of bureaucratic thinking: 

“They only have to wait patiently. The 
government will provide the necessary hous- 
ing.” —RoN TAGGIASCO 

McGraw-Hill World News, Milan 


ITALIAN POLICE aren't able tá oust SARETE: 


NEW FAMILIES move into the units every day. 


Will the Nixon men pin-prick Johnson’s trial-balloon budget? 


President Johnson sent up a $2.8 billion 
budget for housing in fiscal 1970, raising 
outlays half a billion beyond 1969. 

The budget seeks to fund a start for the 
1968 Housing Act, calling for construction 
or rehabilitation of 26 million housing units 
in the next 10 years. The initial goal is to 
build or repair 700,000 homes and apart- 
ments for moderate and low-income families 
in the next two years. 

But Secretary Romney has already ac- 
cused the Johnson administration of prom- 
ising housing far beyond the available 
resources. And the HUD secretary has re- 
peatedly indicated that he will try to per- 
suade private industry to shoulder much 
of the financial burden for new programs. 

“The promises have been big, big, big 
and far beyond the resources,” Romney 
said. 

The housing department’s housing “goal” 
for 1970 has risen to 503,000 from 400,000 
to catch up with lags in 1969. Romney con- 
cedes a need for 503,000 units but says 
the goal is completely unrealistic. 

The first official action taken by Presi- 
dent Nixon’s new budget director, Robert 
P. Mayo, was to order all government de- 
partments to try to trim the overall John- 
son budget of $195 billion. 

“Examine closely all program expansions 
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and ‘new starts’ proposed by the preceding 
administration, and eliminate those of lower 
priority,” he said. 

He added that there might be federal 
programs or parts of programs that private 
industry could do just as well or better. 

Romney himself has carefully avoided 
saying how—and even if—he will cut back 


THE JOHNSON 
(Millions) Fiscal '70 '69 
Public housing 
Rent supplements 
Housing for aged 
Home ownership and 
rent housing assist- 
ance (Secs. 235 & 236) 62 
GNMA—Spec'al assistance 446 
—Management 
and liquidation _ 
Rehabilitation loans 
Mortgage insurance 
programs 
FNMA trust fund 
Guaranties of mortgage- 
backed securities 
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103 
101 | 
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the Johnson requests, and he has appeared 
to endorse wider spending under one of the 
previous administration's most controversial 
programs, model cities. He said at his first 
press conference that he thought the pro- 
gram had not been adequately funded: 
“There’s not even enough money for a 
neighborhood program." —A.M. 


O USING BUDGETS 


(Millions) Fiscal '70 


Model Cities 

Urban Renewal 

Open-space land 

New communities 

Area-wide development 

Neighborhood facility 
grants 

Water-sewer facility 
grants 

Public facility loans 

Comprehensive planning 
grants 

Training grants 

‘Urban and housing 
research 

Interfund and i tra- 
goverr 1 
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Autumn Glowga; Hermitage’ Trim 


VANITIES ore KITCHENS 


H. J. SCHEIRICH CO., LOUISVILLE, KENTUCKY 40221 


P.O. BOX 21037 
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It's a great deal. Just ask Morris Sosnow, 


President of the Birchwood Park Organi- 


zation of Mineola, N.Y. His company 
enjoys a reputation for quality. So they 
knew exactly what they were getting in 
GE appliances when they specified them 


for their new 53-acre community, Birch- 


wood Park at Water's Edge. 
But the free Bolmarcich (we pay his 
salary) — that'sanother story. He's Gene 


Bolmarcich, the GE Contract Sales Rep- 


resentative assigned to the project. And 
here are just a few of the ways he was 
of special service to the builders and 
architects: 


BD. ono NW 


Gene Bolmarcich at Birchwood Park at Water's Edge, Bayside, Long Island, New York 


Specify General Electric appliances 
and get one Bolmarcich free 


* Met with Public Utility on feasibility 
study of power distribution. 

* Brought in District GE Application 
Engineers to assist the Mechanical Con- 
sultant Engineer in planning air condi 
tioning and heating systems. 

* Enlisted the help of the General 
Electric Kitchen-Laundry Planning & 
Design Service for layout and design 
ideas. 

* Called in GE experts to work with 
plumbing and electrical contractors on 
appliance installations in the kitchens... 
with the sheet metal contractor on heat 
ing and air conditioning. 
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* Organized and coordinated equip- 
ment deliveries, so units arrived when 

needed — not before or after. 

* And finally, Gene and other GE Dis- 
trict personnel were at the Grand Open- 
ing to answer questions. 

* [sn't that the kind of service you'd 

like? 

Then call your GE 

Contract Sales Repre- 

sentative. We may not 

be able to give you 


Gene Bolmarcich, but G E N E R A L 
you'll get the same 
ELECTRIC 


capable assistance. 
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Full-color Spring advertising for The Room-Stretcher! New home prospects are now learning all about new Kentile® Ribandel™ Vinyl Asbestos 
Tile in Life, Reader’s Digest, House Beautiful, and other leading magazines. Seven colors, ranging from brashly bold to subtly muted. 


The room-stretcher tile! 


MARCH 1969 


Got a “problem” small room in your model homes? Solve it beautifully with 

new Kentile Ribandel. It’s the vinyl tile with the unique, ribbon-flo styling designed to make 
any small room look magically bigger. (Compare before and after pictures above.) 

Of course, with Ribandel, your design possibilities are endless, because each 12” x 12” tile 
is laid individually. Interested? Ask your flooring man to show you samples. 


K/|E[N|T|1[L[EPF|[L|O[O[R|S 


BROOKLYN, N.Y. 11215 * RIBANDEL DESIGN (O KENTILE, 1968 
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Mud-flooded California blames nature, not builders 


One of the first questions asked was: Why 
do they keep building 'em in the paths of 
muck and wild water? 

But it is not that simple. 

It is not simple at all. And the deeper the 
investigators dig into reasons for the Cali- 
fornia disaster that took 96 lives and wrought 
$35 million in damages, the more reasons 
turn up. Few of them trace to builder laxity 
or cupidity. 

The nine days of rain were not normal. 
January was the wettest month in 80 years. 
And, even so, mud-slide damage was gener- 
ally localized in the Los Angeles area. Losses 
had almost nothing to do with how homes 
were built structurally. The houses, mainly 
in foothill and canyon areas, did not slide 
downhill; they were crushed by tons of hill- 
side mud and hit by water running down 
through natural gullies. Thirteen deaths were 
caused by mud and there were 20 drownings. 

No easy answer. À wide variety of fac- 
tors caused the losses in the six southern 
counties that were hardest hit. In Santa Bar- 
bara County, for instance, the main loss 
traced to stream flooding. Houses were not 
built in the path of the streams, the streams 
changed channels. The county, as most in 
California, has a flood control program, but 
it may not have been designed for freak 
storms. 

The problem was different in Los Angeles 
City and County. The county has a vast 
flood control system—dams, reservoirs, 
debris basins, storm drains, channels. The 
Flood Control District and Corps of Engi- 
neers have spent at least $1 billion on it, 
and it is almost complete. So the trouble was 
not from major flood waters but mud slides. 
There was some local flooding, which the 
FCD says can’t be prevented. 

The area hardest hit, Glendora-Azusa, 20 
miles east of Los Angeles, had 15 homes de- 
stroyed and 90 damaged by mud slides. The 
homes were built at the foot of the San Ga- 
briel Mountains, but they did not slide down 
a hill. Mud and debris and -water rolled 
down canyons into them. 

The cause: denuding of the area of water- 
shed by a big fire last August. 

Officials and- homeowners knew what 
could happen if an extreme storm hit. But 
watershed couldn’t be replaced in time for 
the rainy season. 

In the city of Los Angeles, too, the major 
losses were from mud slides hitting canyon 
homes near the Santa Monica Mountains. 

A price for beauty. Anyone living in, 
on or below the Santa Monica mountains has 
problems. Hot weather brings fire. A few 
inches of rain—or too much lawn watering 
—can start houses moving from earth slip- 
page. An unusual storm and it’s flood water 
and cascading mud. Still, it’s beautiful—and 
residents seem to like it enough to risk havoc 
without insurance coverage. 

Land slippage under homes occurs because 
of unstable soil, and it is prevalent through- 
out the state. Los Angeles is vulnerable. 

Some reports list the number of slides 
in the city between 1958 and 1966 at about 
80, with an average loss of one house each. 
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Wide World Photos 


CALIFORNIA FLOODWATER pours through $50,000 home in Mandeville Canyon near Los Angeles (left). 
Schoolteachers William Dutton and wife Kay guard their sandbagged home in Glendora (right). 


It was in 1958 that the Portuguese Bend slide 
occurred on the oceanfront, destroying 145 
homes. (Roadwork triggered it.) Pacific 
Palisades is another area that has had prob- 
lems from unstable soil. 

Progess and reform. Officials have 
moved in many directions to overcome the 
slide problem. A new grading code went into 
effect in Los Angeles in 1963. Three key laws 
cover hillside development: 

* The department of building and safety 
can withhold a building permit if the site 
is vulnerable to slides or unstable soil. 

* No building shall be constructed on a 
slope steeper than 2 horizontal to one vertical 
except when a soils engineer and engineering 
geologist recommend construction. The old 
code permitted building on a 1-to-1, or 
45%, slope. 

* No building or grading permits shall be 
issued for construction in active or historic 
landslide areas until and unless stabilization 
on the entire slide of soil mass on which the 
property lies can be demonstrated. 

One problem: people. There are still 
lots of questions. 

The vast majority of hillside homes were 
built prior to April 1963, when the new grad- 
ing code went into effect. What can be done? 

And hillside homeowners often create 
their own drainage problems by disturbing 
the lot. They remove supporting earth and 
change the drainage pattern. Landscaping, 
gravel walks, patios, fences are added—these 
often change the pitch of the lot and standing 
water results. Indiscriminate planting and 
watering are major causes of slope failures. 

Furthermore, some experts, including con- 
sulting geologists, fear that the grading code 
may bear little relationship to the question of 
landslides. Geology, they say, is not an exact 
science and its application to the building in- 
dustry is based on a wealth of scientific ig- 
norance. 

Then there are the questions of variances 
—how much of the code is breached by 
variances that allow modification of the 2:1 
slope regulation for a steeper cut and fill. 
This, of course, permits builders to increase 
the number of lots on the tract. And—how 
about the practice of a private geologist, in 
effect an employee of the builder, determin- 
ing site stability? There’s also the system of 


split jurisdiction between agencies. Should all 
geology—for public and private property— 
be under one department? 

Just about everybody is trying, builders 
included. Virtually nobody can be singled 
out for blame—except nature herself. 

—BARBARA LAMB 
McGraw-Hill World News, Los Angeles 


Oil and financial companies 
buying two Western builders 


Christiana Oil is swapping stock for the 
Byron Lasky Co., which builds houses in 
Los Angeles and in Orange and San Diego 
Counties. 

Lasky’s sales topped $5 million for the 
six months ending Dec. 31. The company 
developed Huntington Harbour, a 900-acre 
project of waterfront homes. Christiana’s 
headquarters are in Huntington Beach. 

Phoenix combine sold. In Cincinnati, 
the American Financial Corp., a diversified 
financial holding company, disclosed that 
it had traded stock to acquire the Ruben- 
stein Construction Co. of Phoenix, Ariz., 
and its two subsidiaries, RPR Construction 
and RPR Enterprises. Harry M. Ruben- 
stein heads the combine, which builds under 
the trade name of Continental Homes. It 
has built $50 million in government hous- 
ing and $100 million in housing for private 
ownership in addition to apartments. 

Rubenstein, who continues as chief ex- 
ecutive, says his company has an inventory 
of 5,000 acres and an annual construction 
volume of $12 million. 

Prefab deal. Canaveral International 
Corp. of Miami, the land developer, is ne- 
gotiating with Albee Homes of Youngs- 
town, Ohio, to trade 200,000 shares of 
Canaveral for 500,000 Albee shares. 

That would give the big Florida land 
developer a 22% interest in Albee, and 
the prefabber would get a 10% share of 
Canaveral. Each company is owned by its 
officers and their families. 

Canaveral closed on the American Stock 
Exchange at $12.75 the day of the an- 
nouncement. Albee was quoted at $5.625 
bid over the counter. 

NEWS continued on p. 28 
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PRICEDLESS 


Circle 53 on Reader Service card 
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From Lightcraft of California comes an 
exciting new selection of fixtures .. . 
priced-less ...to meet the needs of 

the budget minded. All manufactured in the 
Lightcraft tradition of quality, design 
originality and attention to detail. This 
glamorous 5 light chandelier (60-CH5), with 
gracefully curved black arms, richly finished 
maple spindle and cups add a quality 
normally found in fixtures costing much 
more. Get the full story on the complete 
line of “priced-less” Lightcraft fixtures. 
Contact our representative today or write: 
Lightcraft of California, Dept. HH-3, Madison 
and Red Bank Roads, Cincinnati, Ohio 45227. 
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The lady is looking 


And we don’t have to tell you that by the 
time the lady of the house sees your homes 
or apartments, she’s seen a lot of gorgeous 
kitchens. In model homes, in magazines, in 
stores. And she’d like the same kind. Not 
only would she like it, she expects it. And in 
her price bracket. You can’t fight her—so 
join her. But join up with Frigidaire first. 
And you can offer her that gleaming, shin- 
ing, magnificent marvel of a kitchen in your 
price bracket. Here, a mere three possibili- 
ties. More, many more are available. 


Small price 
Big convenience 


Note the exclusive NEW Frigidaire Laundry 
Center that will be available later this year. 
It’s a stacked washer-dryer just 24” wide! 
Also a Compact 30” Built-In Range with a 
Glass Door! More small price choices: The 
DeLuxe Built-In Dishwasher (like all 
Built-In Frigidaire Dishwashers, it IN- 
STALLS FLUSH-FRONT) and a sizeable 
single door Refrigerator. 


HOUSE & HOME 


the appliances 
kitchen 


sale... at every price level 
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Justa little more 
for luxury living 


Here's the kind of lavish convenience 
she's really looking for in kitchen ap- 
pliances. They offer so much more. This 
Refrigerator has just about everything 
going for it. Side-by-Side styling, Auto- 
matic Ice Maker, and it's 21.9 cu. ft. 
Twin 30 TWO-OVEN Range with The Frigidaire 
Electri-clean lower oven, too, plus a Quantity Sales 


Middle-of-the-road prices 
Extra convenience , 


Select a 30” Wall Oven with Electri-clean, a 
Cooking Top and an Undercounter Custom 
DeLuxe Dishwasher. Other Middle-of-the- 
road selections might well include a 16.6 cu. 
ft. Refrigerator, FROST-PROOF and ON 
ROLLERS, plus a 2-speed Washer with 
Durable Press Care plus Matching Dryer. 
Representative 
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Custom Imperial Built-In Dishwasher. 
All with Designer Doors or optional 
door kits (she can decorate them with 
just about anything she dreams up). 


Frigidaire bothers to build in more help 


Circle 54 on Reader Service card 


in your area has 
the facts, figures 
and ideas for 
kitchens that 
SELL! Call him 
today. 


27 


NEWS 


continued from p. 24 


The new 712% FHA rate cuts discounts for builders, but... 


The surge in general interest rates has al- 
ready eroded some of the benefit. 

The FHA ceiling went to 742% on Jan- 
uary 24 and new-house loans began trad- 
ing at an average of 97 in the private sec- 
ondary market. That was six points above 
their 91-92 level under the old 624 % limit, 
and discounts charged to builders dropped 
from 8-9 to about 3 points. 

But discounts have already increased to 
about 31⁄2 points on a new mortgage price 
drop that came after the ceiling was lifted, 
and rate pressure is still upward. 

Builders got par or better when the 
7% 96 loan opened in some areas. The Bank 
of America's 925 branches began paying 
100 cents on the dollar throughout Cali- 
fornia, just as they had done briefly two 
years ago (News, May '67), although the 
California market generally opened at 97- 
97V5. Boston's big 5€ Savings Bank and 
two or three rivals set their own rate of 
7⁄4% on FHA loans, which meant that 
builders were paying interest 14% below 
the official ceiling. The bank's step was 
the equivalent of paying a premium of 
about 1 point above par, a step lenders 
preferred to avoid in order to protect against 
loss on early payoffs or foreclosures. 

Cleveland's banks took the new loan at 
par, and there were some investors at par 
in Oklahoma City. 

Return of big banks. The new ceiling 
brought other favorable developments for 
builders and the mortgage business. The 
nation's largest savings bank, the Bowery 
of New York, returned to the FHA market 
after a full year's absence and other big- 
city savings banks took a new interest. 

Senior Vice President August M. Strung 
disclosed that the Bowery was buying at 97 
from a few selected servicers for a yield 
of 7.53% after %% servicing. 

President Douglas Welton of New York’s 
Dry Dock Savings, which bought FHAs 
steadily all through the market’s darker 
days, said of the city’s savings banks: 

“I expect the boys to get back into the 
business now. There is some real disen- 
chantment with bonds because of their 
rapid price declines, and investors are find- 
ing that they can make excellent use of the 
points and amortization mortgages give." 

His optimism was not universally shared. 
Vice President Jack Westney of the New 
York Bank for Savings declared: 

“Our shift has been to conventional lend- 
ing, where yields are still higher, and we 
will probably stay there because the pres- 
sure on rates is still upward. This bank 
won't have much interest unless the price 
gets down to 95 or 9515 ." 

The price drop. The half-point decline 
in mortgage prices that came after the FHA 
ceiling was adjusted was dramatically under- 
lined in the Fanny May auction market. 
Prices fell 56 basis points on the agency's 
90-day commitment, to 96.60, and 36 
points on the 180-day commitment, to 
96.74, on Feb. 3. That left the private mar- 
ket riding nearly a half point above FNMA. 

"We're at a soft 97," said Vice President 
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FHA RATES AND YIELDS 
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FHA CEILING was raised to 7/2 on Jan. 24. Market yields are net to investor after servicing, based on 
the $1 million-a-day volume in the New York City mortgage brokerage of Huntoon, Paige € Co. 


Chris Gebhardt of the Colwell Co., the Los 
Angeles mortgage banking house, after the 
Fanny May debacle. “We probably ought 
to be at 9612. Prices will go down again 
next week.” (Fanny May’s prices did.) 

Inflation. The reasons for the pressure 
were not far to seek. By mid-February the 
Federal Reserve's mildly restrictive mone- 
tary policy had still produced almost no 
slowdown in inflation. 

Data from Washington reported the 
worst inflation in 17 years, the lowest ex- 
port surplus since 1937 and the highest 
interest rate on a government security issue 
since the Civil War. Triple-A utility bonds 
worked back up above 7% yields and dou- 
ble-As to 7.10, both records for issues with 
five years of call protection. 

“Many financial and economic partici- 
pants still feel that the Federal Reserve will 
not persist to force a showdown with in- 
flation," said economist Sidney Homer of 


Reported to HOUSE & HOME in week ending Feb. 14. 


FNMA FHA Sec. 203b— 
Auction Discount paid by builder 
ge Min.-Down* 30-year immed. w 
eb. 
7596 City 7 
Atlanta 
90-day Boston 
commitment Chicago 
Average oa l 
95.98 leveland 
MM Dallas 
id range 
957.9589 | Denver 
Detroit 
Honolulu k 
180-day ———— 
commitment Houston 
ji Los Angeles 
Accepted ML Nu Fel - 
bid range Minn.-St. Paul 
95.74-96.05 Newark 
New York 
12-18 month Okla. City 
commitment — - 
Average Philadelphia 
97.21 San Francisco J 
M St Louis - " 
96.95-97.39 Seattle 
Wash., D. C. 


the New York bond house of Salomon 
Brothers & Hutzler. 

Laughing at the Fed. So ineffective 
were the Fed's efforts that the agency be- 
gan to undergo criticism verging uncom- 
fortably on ridicule. It was being asked if 
it knew what it was doing. 

“The Fed, it often seems, hurls thunder- 
bolts and nothing happens,” observed Ed- 
win L. Dale Jr., Washington financial ex- 
pert for The New York Times. 

“The Fed tells one and all that it will 
be the terror of the earth. What happens. 

“Everybody keeps on borrowing just as 
before. Banks and other lenders keep on 
lending pretty much as before. 

“The money supply keeps on expanding. 
The Fed’s own internal predictions turn out 
to be frequently mistaken, just as before.” 

The criticism was precise and pointed 
and pitiless—but there was no real indica- 
tion that the agency was reading it. 


HOMEBUILDERS' MORTGAGE MARKET QUOTATIONS 


FHA Conventional Loan Rates | Construction 
207 Comm. avings Savings Loan Rates 
Apts., | banks, banks, banks, 
Discount | Ins. Cos. S&Ls S&Ls Interest--fees 
7496 75% 80% Over 80% All lenders 
a 7% TW-TA 7V4-84-2-3| 8-8% --1-3 
8-10 | 74-7 1% a TV-TÀ -F1-2 
2W- 3 | 64-7 7+1% 7+1%-2%| 8-8% +1-2 
a 7-4 7-74 7⁄4 +1-2 | 744-12 
3% |7% TW-TA 1442 8+1 
a 1% Th 1% TA +1-1% 
a 7 7 a EA 
a 8-8% 8-8% 8%-8% --3-5| 84-85 --1-3 
a 1% 8+2 a 7-2 
a TABELU ISFE b 7%-8+1-3 
a TA 1443 74-84-34 | 8+1-1% 
a WA Th 1% 8+1 P 
b WA 1% b 7% -8+1-2 
a TA TA TV 754 -84-1-2 
a a A+) 7-144+3 | 74-83-12 
a a 7 7-7 8+1% 
24-3 | TAF TAHA 841% | TARA 
a 1-14 Th-1h, 7%+1-2 | 8 
a 14-841 — 7%-84+1-148-84+1-2| 734-84 +1%-2 
IA Th 8 ce BUD 


* Immediate covers loans for delivery up to three months, future 
covers loans for delivery in three to twelve months. 

* Quotations refer to prices in metropolitan areas, discounts may 
run slightly higher in surrounding towns or rural zones. 

* Quotations refer to houses of typical average local quality. 

* 3% down on first $15,000; 10% of next $5,000; 20% of balance. 


Footnotes; a—no activity. b—limited activity. c—Net yield to 
ick] of 6% mortgage plus extra fees. w—for comparable VA 
oans also. 


Sources: Atlanta, Robert Tharpe, pres., Tharpe & Brooks Inc.; 
Boston, Robert Morgan, pres., Boston 5€ Savings Bank; Chicago, 
Robert H. Pease, pres., Draper & Kramer Inc., and Robert H. Wilson, 
pres., Percy Wilson Mortgage & Finance Corp.; Cleveland, David E. 
O'Neill, vice pres., Jay F. Zook, Inc.; Dallas, M. J. Greene, pres., 
Southern Trust & Mortgage Co.; Denver, Clair A. Bacon, sr. vice 


pres., First National Bank; Detroit, Sherwin Vine, vice pres., 
Citizens Mortgage Co.; Honolulu, H. Howard Stephenson, vice pres. 
Bank of Hawaii; Houston, Everett Mattson, sr. vice pres., Lomas & 
Nettleton West; Los Angeles, Christian M. Gebhardt, vice pres., 
Colwell Co.; Miami, Lon Worth Crow Jr., pres., Lon Worth Crow 
Co.; Minneapolis-St. Paul, Walter C. Nelson, pres., Eberhardt Co.; 
Newark, William W. Curran, vice pres., Franklin Capital Corp.; 
New York, Sigfred L. Solem, sr. vice pres., Dime Savings Bank; 
Oklahoma sity, B. B. Bass, pres., American Mortgage & Invest- 
ment Co.; Philadelphia, Robert S. Irving, vice pres., First Pennsyl- 
vania Banking € Trust Co., and Robert Kardon, pres., Kardon Ín- 
vestment Co.; St. Louis, Charles A. Keller, vice pres., Mercantile 
Mortgage Co.; San Francisco, John Jensen Sr., vice pres., Bankers 
Mortgage Co. of California; Seattle, Kirby D. Walker, vice pres., 
Continental, Inc.; Washington, James C. Latta, sr. vice pres., As- 
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Now! The consumer | | 
appeal of redwood 


with the building GE 
benefits of plywood: | 


REDWOOD PLYWOOD 


For everything from schools to supermarkets, churches to condominiums, more of today's knowledgeable builders and 
architects are turning to redwood plywood. Thanks to years of advertising and editorial support, buildings featuring red- 
wood have an appeal few buyers (or tenants) can resist. Add the construction efficiencies of plywood to the virtues of 
redwood — natural beauty, resistance to weathering and insects, superior finish retention and scuff-resistance—and you 
have a combination no other panel material can touch. If you're not familiar with the many patterns (and applications) of 
redwood plywood, drop us a note and we'll send the information you need. That's the beauty of redwood! 
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California Redwood Association + 617 Montgomery Street + San Francisco, California 94111 
Plywood-producing mills: Simpson Timber Company » The Pacific Lumber Company 
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A DRY, WATERPROOF BASEMENT 


A. Defective areas in walls should be cut out and all loose 
mortar removed. B. Dampen first, then force WATERPLUG 
into defective areas holding in place for 3 minutes. Prime coat 
patched areas immediately with THOROSEAL. C. Apply 
THOROSEAL to lower part of walls. D. Then brush-on a base 
and a finish coat of THOROSEAL to entire wall surfaces and 
the basement is attractively finished, completely waterproofed 
and protected for the lifetime of the building. 


"BUILD A BETTER MOUSE TRAP...” 


with STANDARD DRY WALL PRODUCTS and customers will beat a path to your sales office door 


A RICHLY TEXTURED, FIRM, FINISHED CEILING 


Now, a cement-base, aggregate-type, spray coating to high- 
light and decorate masonry and concrete ceilings. THORO- 
TEX is lightweight, contains a built-in bonding agent, anti- 
bounce ingredient and eliminates stain-throughs, quick dry 
outs; produces a hard, wear and water resistant finish that can 
be readily painted. 


WATERPROOF, EVENLY TEXTURED MASONRY 


Here, THOROSEAL PLASTER MIX, applied by trowel and 
float method, provides a desirable wall finish that's water- 
proof, easy to maintain, wearproof, economical to apply—no 
rubbing needed! Can be used on interior or exterior, above or 


below grade. Use Acryl 60 (1 part to 3 parts mixing water) for 
a super strong bond. 


* Write for full specifications guide Cat. #17. 
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DEPT. 69-HH-1, NEW EAGLE, PA. 
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Dont let your hidden assets 


Copper’s got it—the confidence of 
your prospects. People know they can 
count on rust-free, clog-free plumbing, 
drainage and hydronic heating systems 
when they’re made of copper. 

That’s why copper is a selling ace up 
your sleeve. But hidden sales assets 
never closed a deal. So talk up the fact 
that your houses—like the majority of 
new homes—feature copper, the sure 
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sign of quality. 

And tell it the way it is: Copper 
plumbing doesn’t rust (water runs pure 
and clear), it doesn’t clog (inside, tub- 
ing is nearly as smooth as glass), it 
doesn’t leak (soldered joints are virtu- 
ally as strong as the tubing), it fights 
corrosion (copper piping has been 
known to last thousands of years), and 
it’s economical (faster installation plus 


longer life mean savings for you and 
your home buyer). 

Remember: substitutes never match 
up to first-stringers. So don’t disap- 
point home-buyers by hiding your best 
assets—copper plumbing, drainage and 
hydronic systems. A substitute for cop- 
per is exactly that—a substitute. 


Copper Development Association Inc. 
405 Lexington Avenue, New York, N.Y. 10017 


Koount ON COPPER 
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How to sell Negro homebuyers: The same as anyone else 


Negro buyers—and potential buyers—are 
not a special housing market, and new 
sales approaches are not needed to sell them. 
They want the same things in new housing 
that their white counterparts demand, and 
have much the same objections that must be 
overcome. 

This conclusion is drawn from a survey 
of 327 non-white Chicago-area families, 
made by the research firm of Market Facts 
Inc. under sponsorship of Owens-Corning 
Fiberglas Corp. and House € Home. The 
three-month effort sent Negro professional 
interviewers (armed with up to 46 specific 
questions about housing attitudes) into the 
inner city and into the inner and outer sub- 
urbs (map, right). 

The sample. The families interviewed 
were not hard-core poverty cases with mar- 
ginal incomes; they tended to be examples 
of the rapidly emerging Negro middle class, 
with decent jobs and aspirations for a 
higher standard of living. Three of four 
were homeowners, which means that as 
housing prospects, they have both equity 
and experience in ownership. Median in- 
come for household heads was $6,903 for 
inner-city families, $7,782 for close-in sub- 
urbs, and a whopping $11,364 for families 
who had moved to out-of-city housing. And 
each of these medians went up $2,500 per 
year when incomes of additional wage earn- 
ers in the family were added. 

Home, sweet home. Surprisingly, most 
of those queried, even those in center city, 
liked or loved their present neighborhoods, 
indicating that the strongest sales effort 
would have to be directed toward convinc- 
ing them to uproot and move to “better” 
housing. This is exactly the same resistance 
that keeps white families from moving up 
out of housing that they have outgrown 
economically. Actual percentages of those 
liking where they lived: in-city, 84.946; 
close-in suburbs, 88.8%; and far-out sub- 
urbs, 91.396. 

Even with the small number that said 
they disliked their neighborhood, no single 
factor rated as high as 10% with either the 
city families or the close-in owners, rein- 
forcing the conclusion that dissatisfaction 
is not a strong factor in the decision to look 
for a new home. Rather it is the anticipa- 
tion and expectation of getting something 
even better. 

It was the group in the outer suburbs 
that had the one large focused complaint: 
too far from work and/or shopping (26% ). 
Since more than half the families in the city 
and close-in suburbs had two or more full- 
time wage earners, closeness and conven- 
ience to transportation and employment 
would rank as a critical requirement for a 
family hoping to move to a bigger and bet- 
ter house farther from the center of the city. 

Good neighbors. The new subdivision 
has one unexpected attraction for non-white 
buyers: friendly neighbors. Almost twice 
the percentage of those suburban buyers 
(78.7% ) cited “like neighbors” as did those 
in the inner city (39.9%) or the close-in 
suburbs (37.7% ). Since most of the first 
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CHICAGO MAP uses concentric circles to outline 
the three general areas where Negro families were 
interviewed in their homes. 


group are in heavily white neighborhoods, 
the oft-quoted argument that "they really 
prefer living with their own kind" proved 
weak. In fact, one of the strongest prefer- 
ences of all three groups (73%, 60% and 
87%) was the desire to live in an inte- 
grated neighborhood, not one that was all 
white, or all black. 

Buy or rent? One encouraging statistic 
reflected an overwhelming preference for 
owning one's own home. The present 6446 
of inner-city families who own would 
jump to 72% next time; the 79% of close- 
in owners would go to 82%; and the 78% 
presently owning true suburban homes 
would become a unanimous 10046. This 
preference persists even though most expect 
their monthly housing costs to remain the 
same or to rise drastically with their next 
home. Some 20% of the inner-city group 
expected that this rise in costs would be $35 
per month or more. 

The next home statistically will be a new 
house, say 56% of city dwellers, 66% of 
close-in families and 70% of the outer 
group, mainly because it will be new. Evi- 
dently the soap people, who put the word 
“new” on every box of detergent, really 
know what motivates people to buy, since 
from 25% to 40% of the families inter- 
viewed in this survey said they “liked new 
things” as a reason for buying. Other strong 
attractions: “Can have just as I like it,” 
"No repairs," “Better quality” and “Extras 
included.” 

Whether they preferred a new house or 
a resale, the families had some specific 
ideas about features they would like in 
their next houses, a list that was much like 
any tabulation of buyer preferences. Head 
and shoulders over all was square footage, 
expressed as "larger rooms,” “more closets,” 
"basement," “more space,” and “larger 
kitchen." More bathrooms ranked high with 
outer and inner suburb families (26% and 
20% ), but not with inner-city households, 
probably because a second bath is rare 
except in larger, newer houses that few 


city dwellers have occupied. 

Potential buyers. While the survey 
proved that Negro buyers do not differ in 
their needs and wants it did delineate the 
kind of non-white families that are the most 
obvious prospects: Young (average age of 
husband in outer area—33.2 years), me- 
dium-high income, small family size (aver- 
age number in household—4.26) and col- 
lege graduates (an overwhelming 69.6% ). 

Cool reception. Although such families 
seem to be a receptive market and are fa- 
miliar with the advantages of home owner- 
ship, a series of questions about their treat- 
ment while househunting showed that the 
industry’s attitude toward non-white pros- 
pects is still a major barrier. 

The farther these families went from the 
center of the city, the poorer their treatment 
by the builders and realtors they visited. 
Almost a full third of the suburban buyers 
reported their reception as "poor," com- 
pared with only 8% in the inner city. None 
complained of actual insult or abuse, but 
rather that sales people were “not helpful,” 
“discourteous,” or “didn’t try to sell.” There 
were sins of omission, not deliberate acts 
of refusal to show houses. 

But the indictment was not unanimous 
and there were indications that attitudes 
are changing. Excellent treatment was re- 
ported by 24% of inner-city families, 
26.7% of close-in suburbs, and even 36.8% 
in the outer suburbs. Treatment rated at 
least “good’ was admitted by over 70% of 
those interviewed, demonstrating that the 
reluctant housing seller is a dying phe- 
nomenon. —JAMES P. GALLAGHER 


High Court bars referendum 
for local open housing laws 


The Supreme Court, in a 8-1 decision, has 
overturned an Akron, O., restriction on 
fair housing legislation. 

The city had amended its charter in 1964 
to nullify an  open-housing ordinance 
adopted by the city council. The same 
amendment required that all new open 
housing legislation be ratified by a majority 
of the city’s voters. 

Justice Byron R. White noted in the 
court’s majority opinion that the automatic 
referendum did not apply to other housing 
matters regularly acted upon by the council, 
such as urban renewal or rent control, so it 
placed a “special burden on racial minori- 
ties within the government process.” 

“This is no more permissible than deny- 
ing them the vote on an equal basis with 
others,” he wrote. 

The lone dissenter, Justice Hugo L. 
Black, protested that there was no founda- 
tion in the Constitution for the ruling. He 
said the court’s action was an infringement 
on a state’s power to repeal old laws when 
it decided to do so. 

The situation has not been fully resolved. 
Mayor John S. Ballard would not say when 
the city would begin to enforce the court's 
ruling. NEWS continued on p. 36 
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“Spiraling costs were chopping away 
my profits in conventional building,” 


says Tom Muldowney. N 


Y 


A ee er Rd 


“Now, with Kingsberry, I maintain tight cost 
control and my profits show it!” 


And tight cost control isn’t the only plus factor 
M. C. Construction Company experiences when 
they build Kingsberry Homes. “There’s the added 
advantage of working with a top quality name,” 
Mr. Muldowney stated, “which helps tremen- 
dously in pre-sales.” Build a house within your 
cost projections, sell it faster, and watch the 
upturn in profits. 

Kingsberry starts at the beginning to provide 
the builder meaningful help. Over 130 designs 


your lots and your customers’ preferences. Help 
from the experienced Kingsberry representative 
in planning, scheduling, financing, promotion 
and selling. 

Kingsberry Homes packages are profession- 
ally engineered and materials used are top quality. 
Building Kingsberry promises to help you over- 
come many problems. Learn more—without 
obligation. Mail the coupon now. 

Get the facts that could spell profit insurance! 


by famous architects, so you can choose to fit 


" Kingsberry Bordeaux, as built 
ee Wy. M. C. Construction Company, 
g Panama City, Florida, 

ye Tom Muldowney, president. 


COPYRIGHT © BOISE CASCADE CORPORATION, 1969 


[ Robert H. Welsh, Director — Marketing / Kingsberry Homes / Department HH-3 F 
| 5096 Peachtree Road / Chamblee, Georgia 30341 / (404) 457-4301. | 
| [1] Please send more information on the Kingsberry program. | 
uu | [O Have your representative call on me. | 
de rr | Ihave built homes and/or apartments during the past 12 months. | 
KINGSBERRY | M | 
rursum] © pirane | 
HOMES | Firm | 
DIVISION OF BOISE CASCADE | Address Phone | 
| 

| City State Zip i 

Kingsberry Homes/5096 Peachtree Road | Kingsberry serves leading builders in 33 Midwestern, mid-Atlantic, Southeastern and New En 

yr € : ` gland States. 

Chamblee, Georgia 30341/(404) 457-4301 U N E Sa. a E E de tee Le oe m 
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When they said, 
"Show us new ways to 
cut housing costs," 


... Ihe men at Reynolds 
made the folks right 

at home with aluminum 
building products. 
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Reynolds did the right thing by both builder 
and customer at semi-tropical Port Charlotte, 
one of General Development Corporation’s 
Florida communities. 

Advance planning paid off in pre-finished 
packages, installed with less labor. Compo- 
nents included siding, roofing, windows and 
sliding doors, soffit and fascia, shutters and 
hardware, even heating and cooling ducts of 
rust, rot and warp-free Reynolds Aluminum. 

Builders who wish to take advantage of pre- 
finished packages such as this can also add 
other Reynolds Aluminum products: gutters 
and downspouts, louvers and vents, foil vapor 
barrier, flashing and nails. 

Buyers benefited, too, from aluminum’s 
features. Reflection of radiant heat keeps 
homes cooler during hot weather, retains fur- 
nace heat better during cold spells. Factory- 
applied, baked enamel colors stand up to 
harsh sunlight and salt-laden air, insure 
homes that stay young. 

Add the fire and hurricane-resistance of 
Reynolds Aluminum building products, and 
you get an unbeatable combination—installa- 
tion features that make sense to any builder, 
low-maintenance features that mean a good 
buy to any home buyer, in any climate. 

Write for complete residential building 
product information. 


REYNOLDS 


ALUMINUM 
Building Products 


REYNOLDS METALS COMPANY 
Building Products and Supply Division 
325 West Touhy Avenue, Dept. HH-39 
Park Ridge, Illinois 60068 
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| Send complete Residential Building 
Product File 
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Name 


Company. 


Address. 


| 
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An angry lady scourges the moneylenders of the ghetto 


The savings and loan business, barely out of 
the fire that seared it during the Bobby Baker 
scandal (NEws, Feb. '66 et seq.), may be 
back in the frying pan. This time the cook 
is a Congressional tigress whose reputation 
for correcting credit abuses is fast becoming 
legend. 

Leonor K. Sullivan (D., Mo.), who cham- 
pioned the truth-in-lending legislation in the 
House, is about to 
zero in on realty spec- 
ulators whose activi- 
ties milked assets from 
S&Ls and national 
banks only a stone's 
throw from the halls 
of Congress. Mrs. Sul- 
livan has been named 
chairman of the House 
Banking and Currency Committee's sub- 
committee investigating insider loans. The 
loans were made at inflated values to Wash- 
ington speculators whose interest in inner- 
city development was limited to the amount 
they could take out. 

The hearings grew out of an exposé series 
in The Washington Post. The articles detailed 
the manner in which s&Ls and banks were 
weakened, and merged out of existence in 
one instance, because of loans running into 
the millions of dollars to slum housing spec- 
ulators. Most could not or would not repay. 

Corrective action. The series focused 


Wide World Photo 
^ 


f»214 


SULLIVAN 


exclusively on the Capital City, but Mrs. 
Sullivan wrote to the chairman of the Home 
Loan Bank Board: 

“I suspect that the kind of chicanery cov- 
ered by these articles is not limited to the 
Washington area." 

The prospect of the Sullivan hearings and 
the possibility of a new s&L scandal brought 
an almost immediate response from the reg- 
ulatory agency. The board issued guidelines 
"for the examination and supervision of in- 
sured institutions engaged, to an imprudent 
degree, in lending to real estate investors." 

The Post series touched the nerve ends of 
the s&L industry. Associations surrounding 
Washington began to report withdrawals as 
a result, and President Arthur H. Courshon 
of the National League of Insured Savings 
Associations endorsed the hearings as a 
means of “clearing the air.” 

Several banks were hit hard, including the 
D.C. National, City Bank and Trust of Alex- 
andria, Va., and Old Line National of Rock- 
ville, Md. 

How schemes worked. The Post report- 
ed that some s&rs lent speculators funds in 
excess of what they paid for properties. 
“Such mortgages,” the articles held, “would 
put the speculators in a position to pocket 
the excess." 

“Such loans," the Post reported, “en- 
abled speculators to buy thousands of houses 
and apartment buildings in Negro neighbor- 


” 


hoods with little or no cash investment. 

“Floating along on a stream of borrowed 
dollars, the speculators could move with the 
migration of low-income white and Negro 
families.” 

The debacle. The bubble burst when 
money tightened, and among the first to feel 
the pinch was Republic Federal s&L of 
Washington. It was eventually merged into 
a larger institution by the HLBB. 

Republic's downfall traced to its concen- 
tration of large loans among a few bor- 
rowers, including but not limited to: 

George Basiliko, a slum property owner, 
who owed $1.5 million on 100 mortgage 
loans from Republic. He had borrowed 
nearly $1 million in more than 60 loans from 
another association, Guardian Federal. 

Burton Dorfman, an apartment owner, 
who defaulted on four mortgages to Republic 
with a total of $1 million. 

Peter Laganas, an apartment builder, who 
owed $1.4 million to Republic. 

The Post reported that houses in the inner 
city were purchased for, say, $12,000 on one 
day, and sold days later for $16,500. One 
speculator purchased a house in a Negro sec- 
tion for $5,500 and sold it for $14,500. 

"The prospective black home buyer is a 
plum ripe for the picking," the Post said. 

But plums are out of season with Mrs. Sul- 
livan, and she rarely loses a battle. 

NEWS continued on p. 40 


Help protect 
America's 
Grown-Ups 


Kids aren’t the only ones who need protection 
around the house. 

So why not make your homes extra safe for 
everyone. Install ASG safety glass in your homes and let 
safety help you sell. 

ASG makes all three kinds of safety glass—wired, 
laminated, and tempered. They’re available in a variety of 
decorative surface patterns. And all have FHA approval. 

Use ASG safety glass in sliding doors, window 
walls, partitions, and tub and shower enclosures. It’s just 
the kind of thoughtful extra that home-buying families 
are looking for. 

ASG has just prepared a special manual of gov- 
ernmental and trade association standards for 
safety glass. For a free copy, write: Dept. HH-39, 
American Saint Gobain Corporation, Kingsport, 

i Tennessee 37662. 
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ALWAYS IN GOOD. TASTE 


BY KITCHEN KOMPACT 


You are always right with Kitchen Kompact’s Mellowood cabinets. 
It’s now one of America's favorites. 

The simple, elegant lines of Mellowood are always in good 
taste. Homeowners never tire of the warm, friendly wood tones. 
You can be sure Mellowood is always right for any kitchen — of 
any size, in any decor. 

Don't let the beauty of Mellowood fool you! It's designed to 
last a lifetime. A new, improved Durium drawer — a one-piece 
high-impact resistance material — is virtually indestructible. The 
unique, rounded drawer bottom makes for easier cleaning, too. 
And, all KK cabinets wear an exclusive "Family Proof" finish 
developed for Kitchen Kompact by Mobil Chemical. It is highly 
resistant to most household chemicals, alcohol, mild acids, even 
nail polish. 

Give your customers more kitchen cabinets for their dollar. 
Make it Kitchen Kompact's distinguished Mellowood. You really 
couldn't recommend a cabinet with more value! 

Kitchen Kompact is available from fully stocked distributors 


in most major markets. Look in the Yellow Pages for your nearest 
KK distributor. 


Kitchen Kompact cabinets have been "Quality A: 


o 


Certified" by the National Kitchen Cabinet Associa- e: ; NAU 
tion. It's your assurance of proven performance and es q 
satisfaction. Y 


BIN” 


KITCHEN KOMPACT, INC., 911 E 11TH ST., JEFFERSONVILLE, INDIANA 47130 
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Play Leap Frog 
with our brand new 
Primed Insulite Siding 


Send today for your very own Leap Frog game. It cleverly combines a challenge 
or two, and alittle fun, with some serious business. And, it’s free. 


Although Leap Frog is asimple game, it’s likely to try your patience. The 
rules state that you may only take a nail from the board after having 
"jumped" it with another. The object is to remove all but one lonely nail. 


Naturally, the Leap Frog board itself is a rectangle of new Boise Cascade 
Primed Insulite Siding. Since you’ll be staring at it for a while, there are 

a few things you should remember. For instance, new Primed Insulite Siding 

is "curtain coated” for a smooth and uniform surface. This special 
prime-coated surface makes painting a snap, which is a pretty big deal 

when you're talking about painting a whole house. Furthermore, Primed Insulite 
Siding has great dimensional stability. Once you've put it up, it won't “move” 
on the wall. It’s also easy to nail, without the necessity to pre-drill, and 

has printed Guide Lines — top and bottom — for fast and accurate installation. 


It's easy to be the first builder on your block to have a Leap Frog Game 

made out of our new Primed Insulite Siding. Just mail us the coupon. 

Or, if you can't stand games of any kind, simply call your local Boise Cascade 
dealer and order long, 16’ rectangles of new Primed Insulite Siding. 

You can choose from three types: Horizontal Lap, Vertical Grooved Panels, 
and Plain Panels. Unlike Leap Frog, you just can't lose. 


how to play. B3 
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Experts tell Canada: Build a million homes—and hurry 


It wasn’t a royal commission, of which 
Canadians are fond. It wasn’t even a senate 
investigation. It was only a federal task force 
commissioned to investigate housing and ur- 
ban development. 

Yet this seven-man fire brigade headed by 
Canada’s minister in charge of housing, Paul 
Theodore Hellyer, 46, dashed across Canada 
hearing 500 briefs in 80 days from such dis- 
parate groups and in- 
dividuals as the citi- 
zens of Fortune and 
Medicine Hat, archi- 
tect Buckminster Full- 
er, the Five Citizens of 
Calgary and Giant 
Yellowknife Mines. It 
then put together a 
40,000-word report 
that contained 47 proposals, and it turned in 
the finished paper only a month later. 

What prompted the task force to act so 
quickly was Canada's increasing housing 
dilemma. Although 4996 of the housing 
stock has come into existence since 1945, 
the country needs 500,000 units to replace 
obsolete homes and relieve overcrowding. 
Land prices have risen 20046 in 15 years, 
mortgage rates are at an all-time high with 
maximum interest on National Housing Act's 
new-house mortgages at 938%, and the 
country's baby crop has grown into a boom 
of young marrieds. 


Ashley-Crippen 


HELLYER 


M E le 
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Starts at peak. The primary recommen- 
dation of the task force is to build one 
million additional units over the next five 
years. This, the team says, will keep pace 
with “new demand plus making at least some 
inroad into the current backlog of over- 
crowding, obsolescence and general shortage 
of supply.” Housing starts totaled 196,878 
in 1968, an all-time record, but the panel in- 
sists Canada is still not building fast enough. 

Says Hellyer, a former builder: “Urgency. 
That is certainly among the strongest of the 
task force's impressions. The home owner- 
ship dream of many Canadians is just that-— 
a dream.” 

There was little of a revolutionary nature 
in the report, but for the first time all of the 
theories on how to solve Canada's housing 
problem were put into a master plan. Hellyer 
has told Canada’s parliament that the cost of 
a new house could be cut by 20% if only a 
minimum number of the 47 proposals were 
adopted. 

Free mortgage rate. The report sug- 
gests that the NHA interest rate, equivalent of 
the FHA rate in the states, be freed to find 
its own level. It is now pegged each quarter 
at 214 % above long-term government bonds. 
The task force would also like to see the 
mortgage ceiling raised from its present 
$18,000 level to $30,000 and the amortiza- 
tion period extended anywhere up to 40 
years. The experts even suggest a study of a 


lease-purchase scheme for residents earning 
less than $5,000 a year. 

Land and renewal. The task force feels 
that all profits on land deals should be tax- 
able. (There is no capital gains tax in Can- 
ada). Land sold without improvements 
should be specially taxed, the panel said, and 
the federal government should make loans 
available to municipalities for acquiring, 
servicing and selling land. 

The task force urged that all urban re- 
newal be stopped until the government can 
initiate and complete a thorough research 
program into the economic, social and psy- 
chological issues of public housing. In the in- 
terim, the group suggested that the federal 
government lend municipalities the money to 
purchase dispersed existing housing for low- 
income groups and consider a program of in- 
come supplements to enable low-income 
families to rent or buy. 

Because the task force felt that urban 
planning could be done effectively only on 
a regional basis, it recommended that the 10 
provinces establish regional governments. 

Hellyer said he would introduce specific 
legislation by early spring. Certain to be one 
of the new bills is the recommendation that 
a federal department of housing and urban 
affairs be established to carry out the task 
force's proposals. —GENE O'KEEFE 

Toronto 
NEWS continued on p. 44 


Help protect 
America's 
Astronauts 


Astronauts need protection—particularly on flights 


around the house. 


That’s why parents will be grateful if your homes 
feature real safety glass...tempered glass by ASG. 

ASG tempered glass is tough. It can withstand 
greater shock and impact than ordinary glass. And—if it 
does break—tempered glass crumbles into thousands of 


harmless granules. 


ASG tempers a wide range of plate, sheet and 
patterned glasses. They’re perfect for patio doors, tub 
enclosures, decorative partitions. 

Make safety a selling point in your homes. Feature 
safety glass by ASG—tempered, wired or laminated. 
And write for our free manual of government and 
trade association standards for safety glass. Dept. 
HH-39, American Saint Gobain Corporation, 

P.O. Box 929, Kingsport, Tennessee 37662. 


Tempered safety glass by A SG 
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Why build just houses? 


Keep pace with consumer 
preference-build Total Electric 


Homes 


1 
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LIVE THE CAREFREE ELECTRIC WAY 


“Twice as many homebuyers 


want electric heat as builders are now Flameless electr 
providing,” reports a recent ? A 
Department of Commerce study. wont b ur I a ho sa €: 
Electric heat has arrived. Millions of In your pocke : ÊN 


families already enjoy it. And tN, 


q 1 Take it from thes l | 
millions more say they want it. They're typical of milions who | 
e 1 Switched to flameless electric h f: 3 
A Total Electric Home 1S full from old-fashioned xr m y 


of features that turn browsers into 
buyers. Fast. 

Features like flameless electric 
heat. Electric water heaters. Self- 
cleaning ovens. Electric clothes 
dryers. Electric air conditioning. 
Features that'll help you sell faster 
and more profitably. A big reason 


“We actually save money with 
electric heat, We figured 


"Electric heat costs us a fi y 
ew pennies extra a day, f 
what we formerly paid for both fuel and electricity 


and it's well worth it. When you add the time 


for the big trend to Total Electric UN MY mde ipia well, electric heat dune a year; then compared that with last year's 
i : : orua Ea Ei n: included electric heat 
Homes: nationwide ads like the one LITERE 


pictured are selling the benefits of song, ona a ee 
carefree electric living in Life, Look, A tt ines | 
Better Homes & Gardens, and 
American Home. 

Why not take advantage of the Im A 
growing preference for Total Electric 
Living? Your electric light and power 
company will welcome the 
opportunity to work with you. 


e the carefree way with 


Flameless El ctric Heat 


Live Better 
| : l 


Call your electric heating contractor or your electric light and 


power company 


LIVE BETTER ELECTRICALLY - Edison Electric Institute - 750 Third Avenue, New York, N.Y. 10017 
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You get the finest builder planning services in the 
country from Hotpoint. We'll help you with 
everything, start to finish. 


For instance, our kitchen planning staff will evaluate 
your kitchen plans for design function and appeal. 
For layout practicality and convenience. 

For color harmony and beauty. 

For all the many things that make an ideal kitchen. 


And, as with our many other services, your Hotpoint 
counselor works closely with you every step of the 
way. He's always there to keep things going 
smoothly and to follow through on the details. 
(Such as scheduling delivery of our products.) 


Our other services range into most every area. 
Interior and exterior lighting, heating and air 
conditioning calculation and layout (and assistance in 
preparing operational cost estimates), merchandising 


Well help you build 


kitchens that sell houses. 


MARCH 1969 


With appliances 
that sell kitchens. 


and promotional planning, professional 

sales counseling. Together with our planning 
services, we offer you the finest line of builder 
appliances. All with the features women look for. 
And all backed by our fine service, nation-wide. 


Hotpoint has everything you need to make 
kitchens that sell houses. 


e Look for 
the Hotpoint 
Difference 
GENERAL ELECTRIC COMPANY 


Louisville, Kentucky 40225 


See Hotpoint's complete builder line insert in Sweet's catalog. 


Hotpoint's big line offers you many refrigera- 
tors, oven-ranges (with self-cleaning models 
in every style), countertop ranges, exhaust 
hoods, dishwashers, disposers, water heaters, 
washers, dryers— plus a full line of cooling 


and heating products. 
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Wall BOX 


Time Switch 


THE ONLY TIMER WITH DIAL FACE PLATE 
THAT MOUNTS FLUSH TO THE WALL! 


Turns Off Lights, 
Fans, Heaters 
AUTOMATICALLY 


In Timings 
From 3 Minutes 
to 12 HOURS! 


Save electricity, add comfort and convenience, extend life of 
equipment. Easily installed in standard wall boxes. Recom- 
mended for hotels, motels, homes, apartment houses, public 
buildings. Available through wholesalers everywhere. Send for 
literature. 


Be, M.H. RHODES, Inc. 


Harttord, Conn. 06101 


In Canada—M. H. Rhodes (Canada) Ltd., Ottawa 5, Ontario 
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Homebuilders suing suppliers 
in plumbing price-fix case 

About 50 civil suits have been filed by 
builders and developers across the country 
charging major plumbing-fixture suppliers 
with price fixing. 

The civil suits follow a criminal action 
filed by the federal government against 
some of the same suppliers. In the govern- 
ment case, part of which is still pending 
in U.S. District Court in Pittsburgh, five 
suppliers and the Plumbing Fixture Manu- 
facturers Assn. have been fined so far 
(News, Jan.). 

A typical civil suit has just been filed 
against 14 of the largest suppliers and the 
manufacturers’ association by 93 eastern 
builders. 

“Our clients read the publicity about the 
government case,” says attorney Earl 
Kintner of Washington, D.C. “They asked 
us what they could do. We studied the sit- 
uation for months. Then we filed a class 
suit [on behalf of all builders] in U.S. 
District Court in Washington, D.C.” 

The plaintiffs include groups of builders 
from Philadelphia, Pittsburgh, New York 
City and Washington, D.C. (led by big 
builders Carl Freeman and James Cafritz 
Inc.). 

The builders charge that representatives 
of 14 suppliers and the Plumbing Fixture 
Manufacturers Assn. met several times be- 
tween 1960 and 1966 to set prices of 
plumbing fixtures and to establish sales 
territories. 

The builders also charge that suppliers 
conspired to halt manufacture of enameled 
cast-iron fixtures, thus boosting sales of 
higher-priced fixtures. 

The plaintiffs seek triple damages. The 
exact amount, they say, cannot be deter- 
mined until records of the 14 companies 
are examined. 

The 14 companies are American Stand- 
ard Inc.; Kohler Co.; Crane Co.; Rheem 
Manufacturing Co.; Borg-Warner Corp.; 
Wallace-Murray Corp.; Gerber Plumbing 
Fixtures Co.; Ogden Corp.; Mansfield 
Sanitary Inc.; Peerless Pottery Inc.; Kil- 
gore Ceramics Corp.; Lawndale Industries 
Inc. and Georgia Sanitary Pottery Inc. 

—-THOMAs LIPPMAN 
Washington 


Seattle bank company buying 
Coast Mortgage & Investment 


The Pacific Northwest’s largest mortgage 
company is selling out to Seattle’s Marine 
Bancorporation, parent of the city’s Na- 
tional Bank of Commerce, for an estimated 
$6-$7 million. 

“The mortgage company will operate in- 
dependently and with no changes in per- 
sonnel,” a banking spokesman said. 

Coast Mortgage and its subsidiary, Ward 
Smith Inc., rank 21st among mortgage 
banking companies on $462 million in ser- 
vicing. The combine is Metropolitan Life’s 
principal correspondent in the Northwest 
and has financed much of the Seattle hous- 
ing boom. The company bought $70 mil- 
lion in mortgages in Washington state alone 
in 1968. NEWS continued on p. 46 
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Air King Whatever style, price, size or finish range hood your kitchens 


call foryou can be confident Air King Hoods will bring you 


o beauty that helps sell homes. See them all in our new Build- 
makes 182 different ing Products Catalog...as well as Air King Radio/Intercom 
Systems, Door Chimes, Bath & Kitchen Fans, Attic Fans, Bath- 


an hoo H dF Humidifiers. Write B Air ii 
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above: Moderate-priced 2-speed Cabinet-Sav'R 


left: Hi-Flow ductless model with rechargeable filter system 


below: Low cost vertical discharge model 
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“Extra Something 


YOUR KITCHENS | 
that "Something Extra" ^ 


This 


gives 1 


. Today's Purchasers or Renters 
of homes or apartments 
will pay more than 
your extra cost 


Majestic Char-Grill 


built-in barbecue grills 


Modern homemakers want that “extra 
something” to make their ordinary 
kitchens “extraordinary” kitchens. And 
Char-Grill offers just the thing! That’s 
why more and more builders and remod- 
elers are installing Majestic Char-Grills 
in today’s homes. It’s a “stand out” 
item that quickly catches the eye of 
both husband and wife, providing the 
way they can now enjoy indoor cook- 
outs the year around. When you feature 
the Char-Grill line you have a model for 
every customer preference — gas, elec- 
tric or charcoal fired — and in a choice 
of sizes and models for installation in 
standard wood or metal cabinets, or in 
masonry — in either "Stack-on" style 
for modern up-front convenience, or 
"Drop-in" models for continuous cab- 
inet front styling. 


Send Today 
for full-color 
brochure and 
specifications. 


But, let's not stop there — Char-Grill 
offers such extra features as: large 
cooking area, controls for heat level, 
and grill cooking height for best bar- 
becuing results; all details designed for 
maximum ease of cleaning; plus many 
others. Available accessories include 
vent hoods of adequate capacity and 
designed especially for the proper oper- 
ation of the MAJESTIC CHAR-GRILL. 


Everything about CHAR-GRILL is 
fun-and-convenience appealing. You'll 
have customer-action everytime with 
that "something extra" ... MAJESTIC 
CHAR-GRILL. 


NOTE: Don't forget those other family 
fun spots where you can install Char- 
Grill, such as the family room & patio. 


America's Most Complete Line of Barbecue Built-ins 
[Ea CES [ES 0 qm qm 
NOW 10 different grills—6 different hoods 

The Majestic Co., Inc. 


413 Erie St., Huntington, Indiana 46750 


SINCE 1907 
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Fanny May to stop checking 
mortgage property and credit 


Free of virtually all governmental controls, 
the Federal National Mortgage Association 
has begun to streamline operations. The 
first such action is estimated to be a $300,- 
000 annual cost savings device. 

Fanny May is discontinuing examination 
of property and credit of each FHA and vA 
home mortgage prior to purchase by either 
FNMA Or GNMA. Fanny May will rely on 
the judgment of seller-servicers to make sure 
property and credit checks are made that 
meet FNMA standards. 

The change is not intended to reduce 
Fanny May standards, and a letter to sellers 
stressed that “we are depending more upon 
your expertise in originating mortgages." If 
FNMA discovers a deterioration in mort- 
gage quality, new delinquency problems or 
other servicing difficulties under the new 
arrangement, the seller's contract with FNMA 
can be jeopardized. 


Congress eyes tax loophole 
enjoyed by savings banks 


A. 1962 law that allows the mutual savings 
banks to set aside tax-free reserves equal- 
ing 396 of outstanding loans is depriving 
the federal government of $40 million in 
tax revenue annually, critics contend. 

Most of the thrift and mortgage lending 
institutions that have set up 3% reserves 
pay no federal income tax. 

Spurred by Treasury Dept. complaints, 
Chairman Wilbur Mills (D., Ark.) of the 
House Ways and Means Committee has 
asked his tax-writing panel to determine 
whether the loophole should be closed. 

Mills' panel will also determine whether 
"other changes should be made to more 
closely equate the tax treatment of mutual 
savings banks with that of savings and loan 
associations." 

Only a few s&Ls are using the 396 re- 
serve loophole. 


New York State lifts limit 
on home mortgages to 714% 


The old ceiling was at 744%. The state 
banking board made the change three 
weeks after the federal government lifted 
the permissible FHA-VA interest rate from 
634 96 to 14%. 

Frank Wille, superintendent of banking, 
said the action was taken after “considera- 
tion of current trends in the nation's money 
and mortgage markets and in order to as- 
sure the continued availability of conven- 
tional mortgage money.” 

The New York State legislature voted last 
May to let the banking board set a rate 
from 5% to 742%, depending upon eco- 
nomic conditions. The board retains that 
power until Sept. 1, when new legislation 
will be required. 

Maryland raised its mortgage ceiling to 
8% in July, but the legislature is already 
considering a bill to revise that limit upward. 
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Ii she doesn’t swoon 


over Gerber Golden Yellow, you can offer 


her the same luxury 


in 5 other delicious colors. 


Gerber No. 21-212 Mount Vernon siphon-jet elongated unit closet combination. No. 27-510 Hampton Bidet with rim-mounted 3-valve diverter fitting 
and pop-up drain. No, 12-848 Luxoval self-rimming lavatories. No. 56-610 LaSalle recessed bathtub. 


Golden Yellow is one of the newest Gerber 
colors. Warm. Contemporary. Really appeal- 
ing. For many luxury-loving women, this is 
their color, in smartly designed fixtures that 
have all the other luxury features they want. 
(Like sculptured styling in beautifully matched 
fixtures; tubs with a wide, flat safety bottom, 
and quiet-flushing closets.) 


You'll like Gerber fixtures, too, for their 
practical features. (Like extended-horn 
closets; brass with one-piece bodies, and re- 
placeable seats and stem bonnet assemblies.) 
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And, if for any reason your customer is 
cool toward Golden Yellow, show her our 
rich Caribe Avocado. Or Driftwood Tan. 
Petal Pink. Wedgewood Blue. Forest Green. 
Or versatile Stainless White. One of them is 
sure to set her aglow. 


Practical luxury, in a complete line of 
Gerber plumbing fixtures and brass, means 
many other things to benefit 
you and your customer. 
Why not find out about all of 
them. Simply call or write. 


iom PERFORMANCE ey 
PO “tp 
* Good Housekeeping e 
Fa, GUARANTEES S 
Ce, yer 
MENT OR REFUND 10 99 
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Sweep a woman 
off her feet 

with Gerber luxury 
and still keep 
yours on 
profitable ground. 


9-211 


GERBER 
plumbing fixtures 


Gerber Plumbing Fixtures Corp. 
4656 W. Touhy Ave. 
Chicago, Illinois 60646 
Phone (312) 675-6570 
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Sure way to have a 
housewarming... 


Day & Night 


That’s the trade name of the world’s most 
forgettable furnace. Day & Night. Forget- 
table because it’s so quiet and reliable 
you'll probably forget it’s there. 


The people at Day & Night refuse to believe 
in planned obsolescence. Furnaces are 
constructed and inspected by professional 


“nit-pickers.” And most models can be con- 
verted to air conditioning at a later date. 


Select the precise furnace you need from 
one of 100 basic models — indoor, outdoor, 
upflow, downflow, horizontal. 


Call a Day & Night contractor for the comfort- 
ing facts. 


day C night 


MANUFACTURING COMPANY 


La Puente, California * Collierville, Tennessee 


THE QUALITY NAME IN HEATING AND AIR CONDITIONING 
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Our Shagaroo carpet. 


> 
FAS AAN aS A 
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Little old ladies may not dig it. 


The Shagaroo is just 
too much carpet for 
na ^^ | Some people. Too 

thick. Too wild. Too too. 

But we made it that way so it would 
be just right for other people. The 
kind of people who flip over 
something different or something 
new. 

We gave the Shagaroo an extra long 
pile, for example. It’s 21⁄4 inches fat. 

And we dyed it 22 different ways, 
including 13 fairly kooky tweeds. 

What’s more, the Shagaroo is made 


in 


with Kodel polyester, a durable, 
easy-to-clean fabric that has 
“family” written all over it. 

In short, we went all out to make 
a carpet that young people would 
dig. And dig in their pockets to buy. 

As for the little old ladies, you’d 
still need an awfully good line to sell 
them on the Shagaroo. 

But then, that’s why we have 37 
other carpets in our line. 


WALTER CARPET MILLS 


A Component of Ludlow Corporation 
P.O. Box 1252, City of Industry, California 91747 


“The right carpets for the right people.” 
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CASINGS 
ANNOUNCES 
UNIVERSAL 
PVC" 


CORNER BEAD 


FOR PLASTER, 
STUCCO AND 


EXPOSED AGGREGATE 


SNIP AND 


VINYL- 
CHLORIDE 


RUST PROOF e NO WASTE 
DENT PROOF e STABLE 
WATERPROOF 


Write for Literature & Sample 


CASINGS 


INCORPORATED 


WEST MIDDLESEX, PA. 16159 
West Coast Address: 
P.0. Box 236, No. Hollywood, California 91603 
Phone: (213) 877-8262 
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FROM HOUSE TO HOTEL is the story of Emil Mosbacher Jr., 
lives in Washington's stylish Watergate, but refuses to sell his gracious White Plains, N.Y., mansion. 


HGH Staff 
AS 


Jay Alexander 


new Chief of Protocol, who now 


Nixon men teach Washington brokers a lesson: 
The richer they are—the fewer houses they buy 


The President's Cabinet of businessmen is 
taking the new administration's go-slow 
tone to heart—even when househunting. 

A survey of the District’s top realty 
brokers last month failed to turn up even 
one house sale to a Nixon newcomer, 
though several Cabinet wives are shopping 
and reshopping the market. 

Those wives are being held back by two 
powerful forces—a tight housing market 
and tight-fisted husbands. 

The dug-in Democrats. Not surpris- 
ingly, the opposition party has sabotaged 
the coP by declining to leave town and put 
its houses up for sale. 

While waiting impatiently for a return 
to power, the Democrats are taking jobs 
at the fringes of government—as lobbyists 
and D.C. lawyers. Some realty brokers es- 
timate that 65% of the Kennedy-Johnson 
team is still in town. 

"I wish they would move," one broker 
says. "I could sell all their houses tomor- 
row." 

Some Democrats—the Treasury's Henry 
Fowler, for example—are holding onto 
their houses even while departing Washing- 
ton. There is good reason: a house in the 
Capital is much like a money-making ma- 
chine. 

Since 1961, when John Kennedy's first 
aides arrived, the asking prices of choice 
houses have climbed 30% and more. One 
broker reported that the State Department's 
Nicholas Katzenbach wants $155,000 for 
a house in Cleveland Park that cost him 
$55,000 six years ago. And another broker 
estimated that Presidential adviser Walter 
Rostow could get $130,000 for a nearby 
brick-Colonial that cost $75,000 in 1962. 

Big chance for builders. Says veteran 
broker Ruth Robbins of northern Virginia: 

"This market is as tight as it has ever 
been." 

And it will probably get tighter. Through- 
out the summer, the Nixon administration 
will bring in waves of new people to fill 
about 2,000 executive jobs. 

Mrs. Robbins adds: "This is a great op- 
portunity for homebuilders. We are urging 
the 19 builders we work with to put up 
extra houses—with four bedrooms for about 
$45,000—even if they can't deliver until 


the fall. The market is boundless.” 

The reluctant Republicans. Finding 
a house is only the first step for the new 
Nixon people. The wife must then sell it 
to her husband, who—more than likely— 
is a good Republican who believes that fis- 
cal responsibility begins at home. 

Broker Fred Marsteller, president of the 
Washington Board of Realtors, echoes his 
colleagues’ views by describing the new Re- 
publicans as "serious people who don't 
make snap decisions." 

Furthermore, the businessmen Nixon has 
recruited so far are not at all eager to settle 
down in Washington for many years. Men 
like Attorney General John Mitchell and 
David Packard of the Defense Department, 
to name just two, have left their hearts and 
their livelihoods at home. Nearly all of 
those who took severe pay cuts to join 
Nixon are looking forward to an eventual 
return to private life—and private enter- 
prise. 

In the meantime, they are not selling 
their houses at home, and they are not buy- 
ing houses in Washington. Instead, many 
are renting. For example, Chief of Protocol 
Emil “Buz” Mosbacher Jr. is living in an 
opulent hotel (photo); Housing Secretary 
George Romney is renting a one-bedroom 
unit for $500 a month and Vice President 
Spiro T. Agnew, another renter, is quoted 
by one wag as saying: “If you’ve seen one 
suburban house, you’ve seen them all.” (The 
Veep has one thing to weep about—his 
apartment is too small for the family ping- 
pong table.) 

No complaints. Washington’s realty 
fraternity is not disheartened. A few have 
pursued the renters by creating apartment 
divisions. And in general the brokers say 
business is very good. 

Yet the market is not booming as it did 
eight years ago when Eisenhower's ghostly 
renters were replaced by Kennedy’s spirited 
buyers. 

Says Marsteller: “Those Kennedy people 
believed in spending. They bid up house 


- prices all over town. Before they arrived 


some of us said Democrats don’t have 
money. But those kids had rich Republican 
daddies.” F.L. 
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For the first time in two 
decades, there’s a completely 
new appliance for the home, the only major 
appliance introduction since the automatic dish- 
washer. Jenn-Air's Savory Centre is a totally new way of 
cooking. /t grills steaks, hot dogs or hamburgers with the 
popular charbroiled taste of an outdoor grill, a flavor no 
oven broiling can match. /t roasts . . . without the messy 
clean-up afterwards. /t shish kebabs exotic charbroiling 
specialties. /t griddles enough ham and eggs for the whole 
family at once. And jt french fries, with its own deep frying 
attachment. 


NN 
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Jenn-Air's versatile new Savory Centre 


la significan new 
$ major appliance 
opportunity 


But here's the best part . . . it's all done in the open without 
a bulky overhead hood. Instead Jenn-Air has built in an ex- 
clusive surface vent right next to the grill. It traps smoke 
and odors at the cooking surface and whisks them outdoors. 


Jenn-Air's Savory Centre flavors every meal with new ex- 
citement and fun. Cooking on it can't help but be a family 
affair. 


Suddenly . . . there's a great new major appliance oppor- 
tunity for you, Send today for additional information and 
your free copy of Jenn-Air's full color 
Savory Centre Brochure. 


Y... MIA. 


JENN-AIR 


CORPORATION 3035 SHADELAND, DEPT. H, INDIANAPOLIS, INDIANA 46226 
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“I only specify brand name products 
y homes, and usually add ‘or its equal 
2 ; Except for KitchenAid 


$, dishwashers.” 


fh 


PIRA á 


“That's because I just don't think there is any equal to KitchenAid 
dishwashers," says Portland, Maine builder Robert Walker, who has installed 
KitchenAid dishwashers in all the homes he's built in the past 17 years. 
È Walker started using KitchenAid dishwashers because “they're 
made by The Hobart Manufacturing Company", who have made E E 
dependable commercial dishwashers for years. And he's continued to = 
use KitchenAid because they've given him “very, very few callbacks”. 
In fact, Robert Walker’s customers expect—and get—the best. 
And if you specify KitchenAid dishwashers for your homes, your 
customers will get the best, too. Take it from Walker, they appreciate it. 
Like more information? Call your distributor. Or write KitchenAid 
Dishwashers, The Hobart Manufcturing Company, Dept. 9DS-3, 


Ton oe KitchenAid 


Dishwashers and Disposers 


KitchenAid dishwashers—20 years of good old-fashioned quality. 
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Omembertwo Wordle )ED-STONE' 
and bild. botton [ox loss a. 


SERVA SINK? 


Marvelous MOLDED-STONE adds appeal... 
upgrades laundry room. Choice of colors. 
Virtually stainproof and so easy to keep clean. 
Wall-hung to economize on floor space, match 
up with modern appliances. Single and 
double models with many handy accessories. 


Cascade. 
Casca e FLOORS 


Feature MOLDED-STONE for more selling power. Now 
. in a choice of ten decorator colors, and fifteen different 
THE everything SINK cont e m Lys sure si getting .. — LE 
Installs easily and attractively in mud room, 1 ok i5 suu or available in the exact size you require, in the exa 
utility room, anywhere. Use this potent low calor you wn ve a = rip floor show you 
cost extra for a drip-dry closet. Ideal for H ® le economy of adding another = 

storing drenched shoes, galoshes, umbrellas, fl ssa SHOWER 


parkas, etc. Great for cleaning mops, buckets, 
Parenu grills and... washing pets, maybe intall Wie duxürious and flexible sbower 
E unit that will “nail the sale’’. Walls of 
Formica® brand laminate in nine color- 
ful patterns—beautiful for a lifetime— 
end grout-joint grubbing forever. Co- 
ordinated color MOLDED-STONE floors 
are one-piece . . . stainproof and leak- 
proof. Truly the ultimate for shower bath- 
ing, this exclusive ensemble installs fast, 
economically in new homes or remodeling. 


Formica Corp. Dept. FHH 39, Cincinnati, Ohio 45232 
Tell me more about the marvelous products made of MOLDED-STONE 


(Ee ees 


ADDRESS. 


— CITY. STATE ZIP. 
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EVERY TIME TH 
SUN SETS YOU MAKE 
MONEY WITH AGOOL 


1600D 
MOTE he CUICE - Pe 


Call or write Franchise Department: Area Code 301, 
593-5600 for details today. Before you waste another sun- 
set. Quality Courts Motels, Inc., P. O. Box 890, Silver 
Spring, Maryland 20901. 
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Hippie designer joins establishment 
as his output becomes big business 


The model house designer-decora- 
tor from California raised eye- 
brows by stalking around the 
NAHB convention in an Australian 
bush jacket and chino pants. 
Builders asked: “Who’s the hip- 
pie?” 

He is Darrell Howe, one of the 
hottest new-house merchandisers 
in the country (H&H, May, 68). A 
partial roll-call of his clients has 
the ring of a Who’s Who in Home- 
building: Robert H. Grant Homes; 
American Housing Guild; the Lar- 
win Group; Macco Corp.; Bur- 
nam Builders; Calwood Homes; 
William Lyon’s Homes and Alfred 
H. Mayer Co. 

Says Macco’s Harold Lasky: 
“We think he is the best merchan- 
diser around.” 

After only three years, Howe 
has made model-house decoration 
and design big business. His Ham- 
ilton-Howe Inc. is on its way to 
gross billings of $3 million this 
year, up from $1.3 million last 
year. Howe’s service costs an av- 
erage of $13,000 a house. 

Inevitably, such acceleration 
has whet the appetite of public 
companies, which have developed 
a taste for growth and housing 
(NEws, Jan.). 

Next month Continental Con- 
solidated Inc.—a $4-million hold- 
ing company that sells shares over 
the counter—will acquire Hamil- 
ton-Howe of Los Angeles in a 
million-dollar stock deal. 

(When questioned about the 
Howe deal, Continental President 
Julius Tabach said: “I didn’t think 
anybody knew about that.” He 
added a “no comment” when asked 
about negotiations to acquire a 
$4-million manufacturer of build- 
ing modules and shipping con- 
tainers, Alameda Industries of 
Alameda, Calif.) 

Howe’s work is guided by “my 
own gut feelings and my belief 
that a house is only a house unless 
it projects its own image.” He 
adds, “Familiarity is a bore." 

To attain variety, Howe and his 
staff of 33—once described as “a 
nice bunch of chicks"—involve 
themselves in every aspect of a 
model area, from house design to 
landscaping to advertising. 

Howe criticizes competitors for 
dealing only with the models' in- 
terior decoration. *We do the com- 
plete package. For example, I 
have a new concept for a Macco 
Corp. subdivision sales office. We 
will divide the office in half with 
two distinct images, and then sell 
both patio houses and custom 
houses under the same roof." 

As Howe's business has spread 
to Honolulu, San Francisco and 
St. Louis, he has become con- 
vinced that all people respond to 
good house merchandising. “Jazzy 
California merchandising doesn't 
have to be watered down for the 
Midwest", says Howe. "People are 
the same all over. We all go to the 


4 | 
CALIFORNIA'S HOWE 
A big businessman in chino pants 


same movies, watch the same TV." 

At 35, Howe plans frenetic com- 
pany expansion. In housing, he 
plans to sell furniture, which he 
designs and builds, to the furni- 
ture outlets of the giant builders. 

And he plans to branch into the 
auto industry and big business it- 
self. He wants to redesign automo- 
bile showrooms and make used- 
car lots more like parks. 

He also would help corpora- 
tions project solid, study images 
by decorating their offices and 
their executives. He knows no 
bounds. The hippie designer who 
dresses himself in the "funky ele- 
gance" of bush jackets is not above 
giving sartorial tips to business- 
men: 

“TIl make them all look like 
John Wayne, even if I have to buy 
their clothes for them." 


Another Ahmanson 
in Home S&L post 


He is William H. Ahmanson, 43, 
nephew of the legendary financier 
Howard Fieldstead Ahmanson, 
who died while motoring in Eu- 
rope last year. The Home board 
has just elected William to succeed 
his uncle as chairman. 

The directors re-elected Richard 
H. Deihl as president, and he re- 
ported that Home had just posted 
its best annual figures for a year 
considered lackluster by most of 
the other savings and loans. 

Deihl said Home lent $602 mil- 
lion on California real estate in 
1968, up 35%, and that assets 
reached $2.9 billion, up $400 mil- 
lion. Home is the world's largest 
S&L. 


DIED: Edward Flickinger, head 
of the District of Columbia's office 
of urban renewal from 1955 to 
1958 who, during his earlier tenure 
as a member of Pennsylvania's 
state planning board, originated 
the concept of the Pennsylvania 
Turnpike, of a heart attack at 68. 
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Only from Kemper. 


That’s why Kemper is preferred by more 
architects and builders than ever before. 
They know there isn’t a better cabinet 
value ... anywhere. 

design. Your choice of elegant English 
Oak (pictured above), the exciting new 
Tiara in hand shaded maple, Traditional 
Fruitwood or Colony Line V-grooved 
Cherry. 
And, of 
course, a line | 
of matching | 
decorator 
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styled bathroom vanities in white and 
gold and in natural wood grain finishes. 
features. The kind of convenience fea- 
tures that help sell houses. Self-closing 
hinges, roomy broom closets, built-in 
cutlery drawers, self-centering lazy 
susans, do-it-yourself door front decorat- 
ing options, the latest hardware ideas 
and the exclusive Kemper “mini-pantry.” 
construction. Here's a cabinet that installs 
fast and clean. It's engineered that way to 
help you make more profit on every job. 
Cabinets are square and true. Toe boards 
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and end panels are pre-finished. And 
Kemper cabinets require the least num- 
ber of space consuming filler panels. 

See your Kemper Distributor for all the 
facts on why both you and your customer 
get more when you install competitively 
priced Kemper kitchen cabinets and bath- 
room vanities. Kemper: America's best 
kitchen cabinet value. Kemper Brothers, 
Inc., Richmond, Indiana 47374. 
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MORGAN 
HAS DOORS 
FOR EVERY 

HOUSING STYL 


LA JOYA 


J 


MORGAN 


* Contemporary 
* French Provincial 
* Mediterranean 
* Colonial 
* Tudor 


LA GRANDEZA 


SI DAL 
CARVED PANEL DOORS 


Faithfully reproduced 
deeply carved 

panels combined with 
master woodworking 
craftsmanship create 
these doors of 

lasting beauty. 


Write for catalog... 72) 


A 


Oshkosh, Wisconsin 54901 di 
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Builder and architect toss hats 
in ring against New York mayor 


Both candidates—builder-develop- 
er James Scheuer and architect 
Vito Battista—will hit hard at 
Mayor John V. Lindsay's vulner- 
able housing record. 

As a candidate three years ago, 
Lindsay vowed to build 27,000 low 
and moderate-income units a year. 
After a slow transition to power in 
1966, the Lindsay administration 
completed only 13,000 publicly 
aided units in 1967 and 1968, 
which is 2,000 units a year fewer 
than the pace set by former Mayor 
Robert Wagner from 1962 to 
1965. 

Also, rents of new privately 
built housing have soared to a high 
of $150 a room in Manhattan, as 
citywide production has dropped 
to 12,000 private units in 1968. In 
Manhattan last year only 1,500 
new units were completed. 

Yet Dr. Frank Kristof, formerly 
a housing economist for both 
Wagner and Lindsay, says that 
criticism of Lindsay's housing per- 
formance is a “bum rap.” He says 
overbuilding during Wagner's ad- 
ministration and a restrictive zon- 
ing law depressed production un- 
der Lindsay. (Dr. Kristof, is now 
employed by the state’s Urban De- 
velopment Corp., headed by plan- 
ner Edward Logue.) 

Whatever the causes of the de- 
cline, critics are sure to continue 
their housing attacks throughout 
this election year. So it is not sur- 
prising that the first announced 
candidates for mayor have build- 
ing backgrounds. 

Rep. Scheuer (D., N.Y.), an 
independently wealthy builder-de- 
veloper has assigned a staff of 25 
to research the Republican may- 
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NEW YORK’s SCHEUER 
Builder into battle 


or’s record in housing, crime and 
education. The 48-year-old Scheuer 
(pronounced SHAW-yer), a re- 
form Democrat, has built feder- 
ally aided housing with mixed 
success in Washington, D.C., San 
Juan, Sacramento and St. Louis. 

Gadfly-politician Battista will 
campaign for an end of realty 
taxes, a drastic reduction of wel- 
fare payments and the sale of city- 
owned housing to private compa- 
nies. Battista, 58, a Republican 
state assemblyman, heads the In- 
stitute of Design and Construction 
in Brooklyn. 

With solid support from the 
GOP's conservative wing, Battista 
could run strongly against Lind- 
say in the Republican primary 
election. The citys Republicans, 
like the state's Democrats, are 
severely split. 

Scheuer has the wealth to mount 
a vigorous campaign. But he will 
first have to fight off a horde of 
fellow Democrats who want to run 
against Lindsay themselves. 


GE—(sob)—still wants a new town 


Larry R. Spitzer 
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GE’s BOGARD 
Three years of discouragement 


INVESTORS: Howard X. Geog- 
hegan Jr. has been named vice 
president of Laird Properties Inc., 
the real estate investment and de- 
velopment subsidiary of the in- 
vestment banking concern of Laird 
Inc. (News, Jan.). Geoghegan, a 
mortgage financing specialist, was 
vice president and secretary of 
Howard Geoghegan & Assoc., 
which was founded by his father. 


That assurance comes from 
George Bogard, the man General 
Electric hired to start its new 
town three long years ago. 

At first, Bogard toured the na- 
tion speaking of GE's plans for a 
self-supporting city of 30,000 
housing units and 100,000 per- 
sons. The construction, he said, 
would take 15 to 20 years (NEws, 
Sept. '66). 

Bogard skirted the issue at the 
time, but it became common 
knowledge that the search for a 
suitable site would take GE close 
to five years. So far Bogard has 
explored 30 possibilities, but sites 
in only five areas have proved 
feasible—the San Francisco Bay 
area, Los Angeles, Chicago, New 
York and Washington, D.C. 

Now GE has narrowed its 
search to two of those, Bogard 
discloses. But he declines to elab- 
orate, except to add this comment 
on three years of looking: 

“I am goddamned discour- 
aged." 
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Carpet of HERCULON* lobos a reception room boautiful 
even though it leads a dog's life. 


SUN ANN NS UN SEN 


When other carpets look dog-tired, 
HERCULON still looks beautiful. Be- 
cause carpet of HERCULON* olefin 
fiber can take the tough profession- 
al life of a veterinarian’s reception 
room, or an office, at home, or any- 
where you want long-lasting beauty 
and practicality. A carpet of 
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HERCULON is an excellent value to 
start with. It gets even more so the 
longer you have it. 

For more good information con- 
tactFibersMerchandising, Hercules 
Incorporated, Wilming- = 
ton, Delaware 19899. rg 
*Hercules registered trademark. HERCULES 
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If vinyl is so expensive, . 
why are so many low-cost projects 
using it to save money? 


Here's what dollar- 
conscious builders 
are doing in 
several major 
developments: 
Michigan's 
largest residen- 
tial rehabilita- 
tion program 


chooses siding 
made of Geon 
vinyl to reduce 

maintenance 


expense. 
Maryland 
housing-for- 
the-elderly 
project chooses 


vinyl clad windows for long-time 
maintenance savings. 

Ohio project chooses 
PVC pipe made of Geon 
vinyl because 
it saves from 
3bto 50 per 
cent in materials 

plumbing costs. 
The truth about PVC 
is this: building components made 
of Geon vinyl do not peel, dent, 
corrode orneed paint, andthe long- 
term dollar savings are substan- 
tial. Ask us for facts. Also for free 
brochure. B.F.Goodrich Chemical 
Company, Dept. H-17, 3135 Euclid 
Avenue, Cleveland, Ohio 44115. 


B.E Goodrich Chemical Company 


eO A B.EGoodrich / 
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Moen proudly Chateau by Moen. The special builder 
line that performs right along with 

> Moen in style, convenience and long 

presents its life. Chateau is tough competition. We 
had you in mind when we designed it 


toughest NM 
competition. 


BY MIO EN] 


the faucet that turns people on. 
B-694 Moen, Elyria, Ohio 44035 a division of Standard Screw Co. 


— 
T 

y 

i 

1 
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Reasons? Trouble-free, top-performance equipment, 
backed by dependable, installing dealers everywhere. Lots 
of direct-factory planning, promotion aids and consistent 
national advertising. And most important of all, Lennox is 


AIR CONDITIONING - HEATING 
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the first-choice brand with new home prospects. Write for 
the name of your nearby Lennox factory representative. 
Lennox Industries Inc., 443 S. 12th Avenue, Marshalltown, 
*Source: Research by a leading builder publication. 


B Nature's Freshness Indoors 
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Builder: Cooper Construction Co., Minneapolis, Minn. 


Windows for showplaces 


Windows with a “showplace” look come Send for our colorful new literature and 
from Marvin. Marvin is different. We do things learn the Marvin secrets that help you use wood 
that other manufacturers won't do to make windows in beautiful ways — that sell showplaces. 


beautiful wood windows easier to get, easier to 
install, and easier to use in beautiful, out-of-the- 
ordinary ways. For instance, we offer the most 
styles, sizes, and options of any manufacturer, 
and deliver them set up to local jobbers within 
10 days of order. Call or write us and we'll tell 
you some other things you need to know about 
windows for showplaces. 


MARVIN 
WINDOWS 


"BUILT FOR NORTHERN WINTERS 
AND SOUTHERN CHARM" 


MARVIN WINDOWS + WARROAD, MINN. 56763 + (218) 386-1430 
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Informal. Yet impressively 
sophisticated. Red cedar 
E. handsplit shakes 
match the mood 


of a high school campus. 


North Albany Jr. High School, North Albany, Oregon ; Todd Building Co., Contractor; Hewlett & Jamison, Architects. 
Certi-Split Tapersplit Shakes, 24" x 2" to ?4" with 10' to the weather. 


Education has come a long way since the 
days of the little red schoolhouse. In fact... 
so has the little red schoolhouse. 

Today, school architecture reflects a whole 
different range of social attitudes and interests. 

The word is versatility. And the perfect mate- 
rial to reflect the mood is red cedar shingles 
and handsplit shakes. 
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Shakes and shingles are relaxed, casual. 
Yet capable of expressing a remarkable 
degree of quality—of rich diversification. 
And few materials are so practical. Tough. 
Extremely low in maintenance. Durable. 
Completely resistant to weather 


mercial project, insist on the real thing: red 
cedar Certigrade shingles or Certi-Split 
shakes. They're worth it. 

For details plus money-saving applica- 
tion tips, write: 5510 White Building, 
¿Ann TOUCH o, Seattle, Washington 98101. (In 


% a 
damage. Naturally insulative. = iy %, Canada: 1477 West Pender Street, 
For your next school orothercom- 2 d N 2 Vancouver 5, B.C.) 
%, E 


Ky ~~ 
YINGLES & HAND 


Red Cedar Shingle & Handsplit Shake Bureau 


One of a series presented by members of the American Wood Council 
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e“light garage door 
by Alsynite/Structoglas. 


Lightweight, light transmitting — a garage door of Alsynite*/Structoglas? is eye-catching, no question about it. Lends 
an air of distinction to any house. Looks better, lasts longer — and when a buyer realizes it requires little maintenance, 
won't shatter, dent, or warp—why, then, an Alsynite®/Structoglas® garage door sells for you! Tougher than ordinary 
building materials, yet resistant to fading and weathering. Alsynite®/Structoglas® is the finest fiberglass reinforced 
garage door panel available. Gives you more usable living and play areas, with light transmitted evenly throughout the 
garage. Beauty, quality, utility and sales . . . all are yours with Alsynite®/Structoglas®! 


For the name of the garage door manufacturer nearest you write Alsynite^/Structoglas^ 


Bg ® ® 
REINFORCED PLASTICS Division 
REICHHOLD CHEMICALS, INC. 
20545 CENTER RIDGE ROAD 
CLEVELAND, OHIO 44116 
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Better ways to cut costs? 


H&H: The housing industry’s basic problem is 
to provide livable units at a price that people 
can afford to pay. Perhaps some of the answers 
do not lie in the construction field. 

One reason that the mobile-home makers 
have been so effective is they have made better 
use of the cube. They waste practically no 
interior space on halls and connecting areas. 
And their interior walls take up only insignifi- 
cant space. While this form of wall construc- 
tion would be objectionable in a house or 
apartment, because of noise and other factors, 
I keep going back in my mind to the sandwich 
panel, which was not recognized in conven- 
tional construction. Perhaps a fresh look 
should be taken at the sandwich panel with a 
view to using it to make the rooms larger. 

Borrowing ideas from another source—ship 
designers—space could be used better by 1) a 
captain's-bed type of arrangement in which a 
chest of drawers would be placed under the 
bed, 2) hanging chests and other items on 
walls above furniture in largely wasted space 
and 3) putting vanities beneath or above fix- 
tures in small bathrooms. 

Getting back to mobile-home makers, an- 
other reason they offer cheaper housing is that 
they have less cube to the square foot—i.e., 
they do not use 8' ceilings. I believe their ef- 
fective ceiling height is 7’. With today's better 
ventilation systems, perhaps some compromise 
in the form of a 7'6" ceiling would be effective 
in conventional housing. 

In brief: 1) Can't we get rid of wasted inter- 
ior space? 2) Can't we use the interior space 
better through better design? 3) Can't we use 
thinner interior walls and compromise on ceil- 
ing heights? 

FRED G. BARNET, vice president 
Float-Away Door Co. 
Atlanta 


How to make it on Wall Street 


H&H: Reporter Frank Lalli’s coverage of the 
Wall Street-big builder alliances [Jan.] should 
provide many large regional builders with suc- 
culent food for thought. Unfortunately, as Lalli 
indicated, builders are not accustomed to Wall 
Street talk and quite a few unfortunate deci- 
sions may result. 

Two suggestions we offer to clear the air are: 

1. To make a serious and sophisticated study 
of forecasted sales. 

2. To retain an investment advisor if the 
builder is willing to relinquish control for cash. 

A builder who merges with a public com- 
pany or tries to go public on his own should 
understand how future sales and profits affect 
his value as a commodity. Next year's earnings 
are more important to Wall Street than last 
year's. A big builder cannot simply offer an ex- 
trapolation of a profit-loss statement for 1968. 

To do justice to himself, he should retain 
an outside marketing firm to explore exactly 
where he stands in his market, where the mar- 
ket is moving and what his realistic sales fore- 
cast is for the next five years. 

With a good projection of sales and earnings, 
a builder then has the information on which 
to base an effective decision of whether to 
stand pat, sell out or go public. If the latter 
two courses seem attractive, he should investi- 
gate how an investment banker, merger expert 
or acquisition department of a big brokerage 
house can help him plan his most favorable 
course. 

Marketing a company requires basic in- 
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formation in the same way that marketing in- 

formation is used to make profitable decisions 

in selling houses. H&H is doing its readers a 

real service by bringing to light how builders 

can best serve their own future interest. 
GABRIEL M. GELB 
Gelb/Marketing Research 
Houston 


Houston guide 


H&H: Congratulations on the wonderful job 
you did with the “Guide to Houston". Like 
so many of the people making the trip to the 
NAHB convention this year, this was a new city 
to us, and we found your publication invalua- 
ble in directing our group around town. 
In typical H&H fashion, it was another job 
well done. 
WILLIAM T. NOLAN, manager 
Builder Market Development 
U.S. Plywood 
New York 


H&H: Your Houston supplement for the 1969 
NAHB convention is outstanding, and your 
photos and copy, particularly on Astrodomain, 
are tremendous. 

You've provided the NAHB with an accurate 
report on Houston, and it's obvious that a lot 
of talent, time and effort went into it. 

WAYNE CHANDLER, director of publicity 
Astroworld 
Houston 


‘Timely, gutsy articles’ 

H&H: As long-time subscribers to HOUSE & 
HoME, we wish to extend our congratulations 
to you and your staff for the timely, gutsy, no- 
punches-pulled approach displayed in most of 
your articles. It’s a case of telling it like it is, 
and in the building business today that’s ex- 
actly the way we want to hear it. 

Several years ago you did an article on a 
New Englander by the name of Emil Hanslin. 
I recall having read the article with much inter- 
est, looking forward to the time when we might 
in our organization bring the talent of real 
estate broker and builder to bear on the prob- 
lems of the five- and ten-house-a-year builder, 
and make it pay for everyone concerned. It 
seemed to me as I read that article that Hanslin 
and his associates had done just that, and by 
spreading the cost of research, marketing, ad- 
vertising, land acquisition, etc., over a large 
number of small builders, they were able to 
provide for the standard brokerage fee a kind 
of service that the average small builder could 
not even dream of. 

We are interested in moving in this direc- 
tion. We have the talent. We need case his- 
tories in order to set up guide lines. We would, 
therefore, appreciate your sending us copies 
of any articles on Emil Hanslin and his opera- 
tion that you might have. 

WILLIAM R. CALHOUN, builder 
Doylestown, Pa. 


Missing photo credits 


In the story on 221d3 housing in the January 
issue of House & Home, photographer's credits 
were inadvertently omitted. The apartment 
project on page 85 was photographed by Ben 
Schnall and the projects on pages 87 and 89 
were photographed by Julius Shulman.—ED 


For help 
to build it better... 
call Westinghouse 


ATLANTIC REGION 


Philadelphia 215-878-1300 
Baltimore 301-828-5400 
Washington 202-628-8843 
NORTHEAST REGION 

New York 212-692-7767 
Boston 617-542-0600 
Buffalo 716-854-3966 
SOUTHEAST REGION 

Atlanta 404-351-5200 
Charlotte 704-377-3471 
Chattanooga 615-267-4361 
New Orleans 504-486-6141 
Miami 305-634-5461 
CENTRAL REGION 

Pittsburgh 412-255-4544 
Cincinnati 513-475-7240 
Cleveland 216-579-2168 
Detroit 313-872-7010 
MIDWEST REGION 

Chicago 312-461-7115 
Indianapolis 317-632-3301 
Minneapolis 612-927-6551 


SOUTHWEST REGION 

Dallas 214-631-2811 
Houston 713-224-7791 
Memphis 901-526-8546 


PACIFIC COAST REGION 
San Francisco 415-392-5353 


Los Angeles 213-482-9660 
Phoenix 602-258-7211 
Seattle 206-623-7001 


Leaders start on p. 68 
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Stylish, versatile switches and receptacles 


1 Y TEL. E. 3 
Built-in dishwashers with filter-clean washing Micarta counter tops for lasting beauty Spacesaving stacked washer and dryer 


Standard cabinets with custom features Ranges, platforms, ovens; self-cleaning, too Individual room heating and cooling 


There's a better way to build...with Westinghouse 


Fact: Westinghouse makes Micarta counter tops and wall If you want this kind of help, 
more products and systems for surfaces for work-free interiors. call your local Westinghouse 
construction, offers more Plus vertical and horizontal construction representative. 
services, than any other company transportation. And electrical His phone number's on the 

in the world. distribution equipment opposite page. 4-84308 


Everything electrical, of course. and lighting. 

Also everything to heat, cool, clean Westinghouse also provides 

and move air. computerized electrical and You can be sure... 
All major appliances. Cabinets, | mechanical systems studies. if i's Westinghouse 
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WHAT 
THE 


LEADERS 


ARE 


BUILDING 


A project that offers fresh ideas in floor plans 


Builders and architects are fond of pointing out that 
there aren’t really more than a dozen or so basic 
floor plans in the world, and all the so-called “new” 
layouts are nothing more than variations on the 
original dozen. But what doesn’t get pointed out 
enough is that the skill with which these variations 
are made can be the difference between an ordinary 
house and one whose plan is a real sales feature. 
Case in point is Greenbrook, a 261-acre project 
in Danville, Calif., that will eventually hold 664 
houses. Kay Homes is currently offering seven 
models in the $34,950 to $43,950 range and much 
of the credit for Greenbrook’s nine-a-month sales 
rate goes to the floor plans worked out by the ar- 
chitect, Burger & Coplans. The fundamentals— 


Photos: Ernest Braun 


traffic, zoning, etc.—are expertly handled. Each 
model has at least one attention-getting plan fea- 
ture. And taken as a group, the models offer living 
for just about any age, size and personality of buy- 
ers, from the small family that wants room to ex- 
pand to the big family that needs five bedrooms. 

The two best-selling models are shown below; 
as is often the case today, they represent the top 
of the price list. On page 70 are two of the smaller 
models, plus an expandable house that can be 
bought with an unfinished or finished second floor. 
And on page 72 are shown some of the interior 
features of the models, along with pictures and 
plans of the Greenbrook Racquet Club, the proj- 
ect’s $431,000 recreation center. 


$41,950 MODEL has an unusually deep plan (more than 30’) which allows 
an extra bedroom or study on the first floor, and four bedrooms, two baths 
and the upper part of the two-story entry and living room on the second 
floor (see photo on p. 72). Note the wet-bar alcove in the family room. 


PET SENEC. TA ToN 


$39,500 MODEL "Bes all of its living areas plus the master tedo in the 
rear, where they can share in private outdoor living. The projecting kitchen 


adds to the working space, helps divide the rear terrace into formal and in- 
formal parts, and makes an unusually glamorous sales extra (photo, p. 72). 


continued 
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How do the Westinghouse 
Heavy Duty washer and dryer 
Stack up? Neat. 
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But don’t take our word for it: Compare. 


Talk about saving floor space, the Westinghouse Heavy Duty tumbler 
washer and electric dryer together need only 27 inches of it! 

As you can see above, the dryer fits right on top of the washer which 
means they can easily be put in a laundry room upstairs. A great selling 
extra. 

The electric dryer (model DEICSLX 240 volt, model DEICSLV 208 volt) re- 
quires no venting. Also has “Auto Dry”, ideal for permanent press fabrics, 
and a condenser system to trap moisture removed from clothes. (Avail- 
able after April 1, 1969.) 

The washer (model LTH100) offers famous tumble-action, multi-speed 
washing, one spray rinse and two deep rinses, self-cleaning porcelain 
enamel wash basket, and automatic self-cleaning lint ejector. 

And to make things even better, these Westinghouse Laundry Twins are 
beautifully styled in coppertone, avocado, goldtone or white. 

You can be sure...if it's Westinghouse. 


To help you build it better...sales-clinching appliances (w) 
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continued 


Photos: Ernest Braun 


$38,950 MODEL is zoned for the family that wants entertaining areas set 
off by themselves. Informal family room is at the opposite end of the house 
from the formal living room, and the parents’ suite is well insulated from both. 
Third garage stall can hold a trailered boat as well as a car. 


$34,950 MODEL is the lowest priced in the Greenbrook line, but it retains 
the key features of the higher-priced models: step-down family room, mud 
room with lavatory, formal dining room, dead-end living room, master-bed- 
room suite with dressing room, and lots of closets throughout the house. 


ER 
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UPPER LEVEL 


E 


$40,950 MODEL starts as the smallest house, but has a second-floor area 
big enough to permit adding three big bedrooms, or two bedrooms and a family 
room, and one or two baths. For the buyer who wants up to six bedrooms and 
four baths, the house is sold with second floor finished for $43,950. 


continued 


. HOUSE & HOME 


MARCH 1969 


What do you call an oven 
that cleans itself faster, better, 
more economically? Westinghouse. 
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But don't take our word for it: Compare. 


The self-cleaning feature of this new Westinghouse 25-inch built-in elec- 
tric oven is reason enough to install it in your kitchens. 

But we didn't stop there. Far from it. 

We also included an automatic timing center, an automatic Roast Guard, 
a look-in oven window and reversible oven racks for any-rack baking. 

And you can make things even more exciting with these appealing 
options: No Turn Speed-Broil® unit, flavor-seal broiling that broils both 
sides at once to seal in juices and flavor; and an automatic rotisserie for 
more versatile cooking. 

Exceptionally good-looking, too, in avocado, coppertone, goldtone or 
white. Ask for models OK25DH and OK25GH...available April 1969. 

If you're offering a quality house or apartment, feature a quality oven. 

You can be sure...if it’s Westinghouse. 


To help you build it better... sales-clinching appliances (W) 
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continued 


Here are highlights of Greenbrook’s $431,000 recreation center 


RECREATION FACILITIES include swimming pool (above, left), clubhouse 
(above, right and below) with two spacious lounges, and four tennis courts 
(land plan, left). Entire complex takes up three and a half acres. 


Photos: Ernest Braun 


> A Dis == : 
INDOOR-OUTDOOR KITCHEN, with family room PROJECTING KITCHEN of model shown at the TWO-STORY AREA of best-selling model shown 
separated by step and an iron rail, is in medium- bottom of page 68 gives mothers a control tower on page 68 includes a dramatic entry, in fore- 
priced model shown at top of page 70. from which to supervise kids in the backyard. ground, and the front of the living room. 
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A project cabinet that 
doesnt look like a project cabinet. 


With the introduction of Town House by I-XL, 

you no longer have to be satisfied with slap-dash 
project cabinets. Town House adds the quality touch to 
kitchens that says only the nicest things about your 
construction. Women love the luxurious appearance of 
the rich, walnut wood grain in durable, easy-to-care-for 
Micarta.9 And, they appreciate the outstanding I-XL 
features that are so unusual in low-cost cabinets— 


designed especially for project homes and apartments. Ex | 


Only Town House offers you these custom advantages in project 
cabinets: Cabinet doors and drawer faces are high pressure laminate— 


finished on both sides * Self-closing door hinges that allow for OWN louse ; 


simple door alignment adjustment. (A quarter-turn of two screws I-XL FURNITURE COMPANY 
does it.) e Nylon glides for easy drawer operation * 24" deep A division of Westinghouse 
base cabinets * Wide selection of sizes e Wall cabinets, 
up to 42" wide, with adjustable shelves + A complete selection 
of vanity cabinets for bathroom or dressing room. 
You can be sure . . . if it’s Westinghouse. 


To help you build it better...kitchens women love 
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Koppers super woods 
make good building ideas. 


Good ideas usually generate more good ideas, 
which is one reason why Koppers family of super 
woods has been growing larger every year. These 
outstanding building materials are the result of pres- 
sure-treating wood with chemicals, or laminating— 
two great ideas that make wood today's most excit- 
ing and functional building material. Pressure-treated 
wood performs outstandingly where resistance to de- 
cay and insect attack is essential. It's ideal for such 
applications as patio decks, outdoor stairs, docks, 
subflooring and even lighting standards. Koppers 
laminated wood has bred a new world of design 


zb 


Beautiful, distinctive red cedar Shakes and Shingles give this Dental-Medical Clinic, located in the Grosse Pointe Woods section of Detroit, desired 

compatibility with the neighborhood's contemporary and Colonial exterior architecture . . . carry a Class ''C'' U. L. rating. For added fire protection, 

interior structurals (plywood roof decking, studs, wall plates) are Non-Com® fire-protected wood. 
- 


possibilities for structural framing in residential and 
light commercial construction. In addition, Koppers 
fire-protected super woods keep their structural in- 
tegrity under severe fire conditions. We hope the 
ideas shown here turn on some great ideas for you, 
too. Write for our portfolio of Catalogs on mate- 
rials for building construction. Forest Products Divi- 
sion, Koppers Company, Inc., 795 Koppers 

Building, Pittsburgh, Pa. 15219. 


MP-10 


Charcoal gray Light Riser®, laminated lighting Wolmanized® pressure-treated lumber, because All interior structural components of this attrac- 

standards blend with the ''old Philadelphia" it is resistant to rot and termites, is the ideal tive, new Gammon's Restaurant near Pittsburgh, 

atmosphere in new town house development, lumber for decks, boat docks, for any applica- Pa., are Non-Com fire-protected lumber and 

Willingboro, N. J. Cellon® pressure-treatment tion where wood members are in contact with plywood. Use of Non-Com wood saved an esti- 

protects wood against termites and decay. ground or masonry. Weathers to a natural drift- mated $1,000 on insurance premiums, annually. 
wood gray. 
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KOPPERS 


Architectural and 
Construction Materials 
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It holds almost everything 
you need for homes and apart- 
ments. U.S. Plywood dealers 
have access to every product 
we make, and the product line 
is extensive. 

Paneling, Siding, Hardboard, 


THEE eran aeo 
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Doors (bi-fold and passage), 
Molding, Micarta and Sheathing. 
Your U.S. Plywood Builders 
Service Representative will tell 
you more about the full variety 
of each of these products. 
Building homes is your busi- 
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ness. Supplying the material, 
putting it in one place and mak- 
ing it quickly available is our 
bag. 


U.S. Plywood 
Ol A Division of U.S. Plywood-Champion Papers Inc. 
777 Third Avenue, New York. N.Y, 10017 


This isa U.S. Plywood 


Varehouse. 
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"Artistic Brass 
has worked | 

into our picture | 
very successfully” * 


ALFRED H. MAYER 


ECL 
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MERIT 


ALFRED H. MAYER CO. 


3220 PARKER ROAD 
è FLORISSANT, MO. 63033 
TEMPLE 7-0707 
March 15, 1966 


Mr. Tom Simons 
3148 E. 11th Street 
Los Angeles, California 90023 


Dear Tom, 


As you know, we of the A. H. Mayer Company have used Artistic Brass 
fixtures for approximately three years in some three different projects. 


On the outset of this venture, we used the 800L in Polished Brass 
and Polished Chrome, and then to the 80 and 81L, both in Polished 
Brass and Polished Chrome. 


Now, to our pleasure, the advent of the package program has answered 
many problems in the design and construction of at Least one bath 
in each house. We have gone entirely to the 5-C package in Polished 
Brass for several reasons. 
ka 108 design is very elegant for the money spent. 
(Our cost is Less than $80.00) 
2. It is packaged in one carton, making stocking and install- 
ation very simple. 
3. We very often upgrade other baths in the same house, at 
an option, because of the one bath in brass. 


Our houses range in price from $24,950.00 to approximately $34,500.00 
with our volume being at the Low end. 


Our Locations for the most part, are away from, but again very close 
to incorporated areas, giving access to shopping centers, schools, 
churches and etc. 


ALL in all, Artistic Brass has worked into our picture very successfully 
in the past three years and will continue to work in the future. 


Sincerely, 


ALFRED H. MAYER COMPANY 


Cad Mure ~ 
Alfred H. Mayer 
President 


AHM: mm 


w 


WO 
ARTISTIC BRASS, INC. 


3136 East 11th Street, Los Angeles, California 90023 Builder Package No. 5-C/ Torrente Design 
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The Counter 
That Cooks 


*Manufacturer's suggested retail price: $349.95 


In South Laguna, California, Bob Houston built Pacific Now he's building 85 more units. And he's building 
Island Village. A complex of $30,000 to $44,000 attached The Counter That Cooks into them, too. 
condominiums. But we don't want you to jump to the conclusion that we 
And he built The Counter That Cooks into think The Counter That Cooks made all those 
their kitchens. Just ten months after ground- ) sales. All we're saying is, it's something for you 


breaking all 56 units were sold. to look into. After all, a builder like Bob 
Naturally, Bob Houston was impressed. dou Houston doesn't spend money unless he 
The quick sale of his units saved him 


knows he's going to make money. 

thousands of dollars in interest. (Not to NL For additional information, contact Dept. 100, 

mention selling costs.) mu. Corning Glass Works, Corning, New York 14830. 
Cookmates. You get them with The Counter That Cooks. They're specially 


made by Corning for The Counter That Cooks, so they bring out the best 
in a woman's cooking. And they'll help you bring in the sales. 


Counterspace Cooking by CORNING 
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new from 
Jessup!... 


PACKAGED BI-FOLD UNITS 


IN 3 POPULAR STYLES 
with hardware factory 
pre-installed and doors 
pre-set for standard 
door openings. 


Now, packaged bi-fold units featuring the 
same, famous Jessup quality of design and 
construction; picture frame styling; slim- 
line louvers; doweled and glued construc- 
tion of rails and stiles; factory pre-sanded 
and ready for paint, stain or varnish; plus 
many other outstanding features. Easy to 
hang, units come complete with adjust- 
able, reversible hardware, and fascia strip. 
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Jessup also announces new 
lineup of quality Sidelights! 


Available in four styles : paneled — single 
lite; paneled — 3 lites; 5 lites only: single 
lite, full length. Sizes: 12" x 80" x 136" 
and 14" x 80" x 1%”. Toxic-treated and 
glazed, standard. Same outstanding fea- 
tures of design and construction as 
Jessup bi-folds, doors, and blinds. Send 
for complete information. 


Remember: Jessup bi-fold doors are also available through 
other leading manufacturers of packaged bi-fold units. To be 
sure you're buying service-free quality and performance, 
look for the Jessup name stamped on every Jessup door. 


JESSUP DOOR COMPANY 
Division of AJ Industries, Inc. 
300 E. Railroad St., Dowagiac, Michigan 49047. 


DIVISIONS: Los Angeles, California: 7251 Condor St., 
90022. Oakland, California: 1035 22nd Ave., 94606. Chico, 
California: P.O. Box 275, 95926. 


World's largest s ' 
maker of J 
quality door e S S Up 
soe 


products 
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Built for building buildings. 


And profits. 


Chevy trucks are built to 
last. In fact, truck scrappage 
records show a lower per- 
centage of Chevrolets 
scrapped year after year. 
Pickup models as well as 
the big jobs with 9’ or 12’ 
stakes have double-strong 
double-wall cabs. They're 
all built to stay strong. 
Engines have hefty crank- 
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shafts and big bearings to 
keep them purring along 
day after day. 

Add the right drive-line 
components from Chevy's 
big selection and you're in 
business. Let your Chevrolet 
dealer make it a more profit- 
able business. .. . Chevrolet 
Division of General Motors, 
Detroit, Michigan. 
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More trucks are Chevrolets 
because Chevrolet is more truck! 
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Here’s all you need to nail anything 
from a roof truss to a complete house 


Model CN-137 drives nails 6d thru 16d sinkers 


THE POWERFUL CN-137 drives 
coated round-head nails from 
6d commons to 16d sinkers— 


regular, screw and ring shanks... 


23 different nails. A time and 
money saver for in-plant and 
on-site home construction, 
including truss work, framing, wall 
components, sub-flooring, 
roof-decks, millwork—any other 
construction where such 

nails are used. 


THE NEW IN-123 drives coated, 


round-head nails from 144” to 17$", 


including ring shank nails. Holds a 
coil of 300 nails. Here is another 
great costcutter for the nailing of 
wall sheathing, plywood fill-ins, 
cabinets, and other assemblies 
requiring these shorter, 
tight-holding nails. 


BOTH NAILERS drive nails more 


than 5 times faster than a hammer. 


Both are very portable, easy to 
take to the job. Both drive nails 
with a single impact. The driving 
blade strikes each nail dead center 
to assure straight, precise driving. 
Both tools are built for hard, 
professional use; they are 
exceptionally rugged. Both load 
quickly and easily, and protect 
users with a built-in safety 
mechanism that prevents 
accidental firing. 


Model IN-123 drives nails 114” thru 175" 


IN BRIEF: If you assemble trusses, 
wall components, sash and 
millwork, or build the complete 
house, you will find costcutting 
benefits accruing from the use of 
Duo-Fast Automatic Nailers. Why 
not investigate today? 


SEND FOR FREE 
STAPLE & NAIL 
GUIDE and full 
information about 
these remarkable 
tools. 


DUO-FAST FASTENER CORP., DEPT. HH 
3702 River Road, Franklin Park, Illinois 60131 
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JUÜU-fAST.... 


Everything you need for tacking, stapling and nailing. 
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HOUSE & HOME 


Put an end to the 
dull roof with 
Color-Coordinated 
Roofing. 


Now you can do something 
interesting and imaginative with 
the roof in your next 
development. 


New Philip Carey 
Color-Coordinated Roofing 
gives you a wide selection 

of shades within three popular 
roofing colors: olive, brown 
and gray. You choose the 

basic color to complement 
architectural style and natural 
surroundings—then simply 
vary the shade from roof to roof. 
Result: more distinction, more 
appeal in each of a harmonious 
group of homes. 


This new compatible color 
concept utilizes popular 

240 Sol-Seal and new 250 Rustic 
Shingles so you can provide 
seal-down protection against 
wind as well as pleasing 
individuality in your homes. 
And it costs no more. 


For more information on Carey 
Color-Coordinated Roofing and 
exterior color styling ideas to 
go with it, write Philip Carey 
Corporation, Dept. HH-369, 
Cincinnati, Ohio 45215. 


PHILIP 
CAREY, 


MARCH 1969 Circle 97 on Reader Service card 


‘—Torginol installed 1965 


Several manufacturers make seamless flooring. 


Why are all of these floors Torginol installations? 


Credibility. The builders who had them installed know 
that Torginol through its dealers, has more experience 
installing seamless flooring systems than anyone else in 
the business. In fact, Torginol experts have installed over 
100 million sq. ft. of seamless floors in the past six years, 
more than all the other seamless flooring people combined! 


Torginol is beautiful, versatile, tough. Your customers 
can design to their hearts’ content — with an infinite vari- 
ety of color combinations and patterns. You simply have 
Torginol installed to order. And its unique protective finish 
has no equal for fighting dirt, noise, bacteria, skidding and 
(yes!) even high heel damage. With little maintenance, a 
Torginol floor will last the life of a normal house. 


Torginol is easy to care for. Just as Teflon revolutionized 
the cleaning of kitchen-ware and appliances, so has 
Torginol revolutionized floor care. It has a beautiful, built- 
in sheen that requires no wax, no scrubbing, no special 


you get something more 
when you get 


maintenance. Just a damp sponge will do the job—a fact 
any prospective home-buyer will appreciate! 


Torginol's Quality Control Program is your guarantee 
of dependability. Only Torginol has a Master Mechanics 
Certification program for qualified installers—reassurance 
for your customers, reputation-protection for you. An 
exclusive floor metering device, developed by Torginol, 
assures perfect depth and long-lasting finish. Six manu- 
facturing plants and over 2,600 dealers across the nation, 
assure dependable delivery, installation and service. 


Torginol is profitable. Torginol uses the most modern 
methods of production and distribution, making Torginol 
installations ever easier and more profitable for you. Your 
nearby Torginol dealer will be happy to show you some 
representative Torginol installations and prove to you 
how Torginol can be your "golden profitu- 

nity." See him today for complete details. 


TORGINOL 
OF AMERICA INC 
SUBSIDIARY OF TORGINOL INDUSTRIES I 


SEAMLESS RESILIENT FLOORING 


Over a Generation of World Wide Acceptance 


Check the Yellow Pages for your nearest Torginol Dealer or write: Customer Relations Department, Torginol of America, Inc. 
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, 1708 S. Gage Rd., Montebello, Calif. 90640. 
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EDITORIAL 


Who's being subsidized? 


House ¿s Home 
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To house the poor, we throw a banquet for the middle class 
and hope some crumbs fall to low-income families 


Sounds crass, doesn't it? Well, it’s darn near the truth. There 
are some very interesting statistics to show you what we mean. 
So let's back up and start from the beginning. 

You know, we in the private sector take pardonable pride 
in how much housing we have produced for the larger society. 
For instance, in the last third of a century we have produced 
more than 37 million dwelling units, while the public sector 
has sponsored only 296. of that amount in subsidized housing 
for low-income families. Yes, that's right—a grand total of 
less than 750,000 units of public housing, 221d3 housing, 
rent-supplemented and 202 elderly housing completed since 
New York City started the first public housing in the nation in 
1935. 

And if you want to take a hard look at the public-housing 
part of that total, read Chapter I, Part 2 of the Douglas Com- 
mission report on urban problems. It compares public-housing 
units built with units “demolished through equivalent elimina- 
tion provisions connected with public housing or as a result of 
urban renewal" in 74 cities. Results through 1967: 357,291 
units built and 397,287 demolished, or a net deficit of 40,004 
units for low-income families. 

That makes public-housing programs look pretty bad. Right? 
Right. And by comparison, the Douglas Commission has come 
up with some figures that could make the private sector look 
almost too good to be true. A study made for the Commission 
shows that 44% of the nation's housing inventory in 1950 was 
substandard (20,530,000 dwelling units out of 46,137,000) and 
that by 1970 only 1646 will be substandard (10.8 million units 
out of an inventory of 69.5 million). 

In 1950 the U.S. had 25,607,000 standard dwelling units. 
By 1970 that total will have jumped to 58,681,000—an in- 
crease of 33,074,000. New housing built by private industry 
will have accounted for 30 million of those units (the rest rep- 
resent housing that has been upgraded through remodeling). 

That's pretty good, isn't it? Well, maybe. You could simply 
say that the reason for this amazing performance is the sus- 
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tained level of affluence of Americans over most of the last 
20 years. 

But if you think that's the whole truth, you are kidding 
yourself. Another big reason for that performance is that 
private “non-subsidized” housing is actually the beneficiary of 
tax savings that cost the government three-and-a-half times 
as much as the Feds' subsidies for housing low-income families. 

Sounds crazy, doesn't it? Well, just consider this. Last year 
the federal government spent a bit over $1 billion subsidizing 
housing for low-income families. That figure derives from con- 
tract payments to public housing authorities, welfare payments 
(the biggest source of rent supplements), and taxes lost to the 
government through income tax deductions by low-income fami- 
lies in subsidized housing. 

On the other hand, a study by the departing Johnson ad- 
ministration shows that last year housing "subsidies" for the 
middle class cost the government $3.7 billion, 

How do you figure that? Well, housing in the larger society 
is subsidized through tax deduction for interest paid on mort- 
gages, through deducted property taxes and through acceler- 
ated depreciation. All of those deductions cost the federal 
government last year $3.7 billion in reduced income taxes. 

Now at this point, gentle reader, don't get us wrong. We are 
not contesting depreciation schedules, allowable deductions, 
nor property taxes which keep our communities viable. Nor are 
we contesting the preemption of most income taxes by the 
Federal government. 

What we are saying is that it's time we stopped kidding 
ourselves about who is subsidized and who isn't, whether one 
group of people cost the government more than another. We 
think the deductions the larger society can take are reasonable 
and eminently justifiable. But we also think that our level of 
subsidy for low-income families, in light of those deductions 
and in a nation with a Gross National Product over $900 
billion a year, is downright miserly. 

—RICHARD W. O’NEILL 
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SHOWDOWN 


AT THE AUSTIN OAKS CORRAL 
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THESE TEN HOUSES, set up side by side in Austin, Tex., offer ten different answers to the nation’s - 
crying need for low-income shelter. Are they all good answers? Are some better than others? Or are 
none of them any good? We'll find out sometime next year, when a team of engineers, architects and 
social scientists from the University of Texas finishes nit-picking them. They'll be sized up not only 
for structure, materials, design, mechanicals, acoustics, comfort, construction man-hours and cost, 
but also for their psychological and sociological impact on families who are living in them. The 
study is financed by a $360,000 grant from HUD, which picked the contestants from a field of 88. 
The showdown center, called Austin Oaks, is the first of its type. And while the judges say their 
findings won't pinpoint a winner, there should be little question about how the houses stack up when 
all the results are in. For a closer look at the contenders, turn the page. 


SHOWDOWN continued 
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MODIFIED MOBILE HOME ON CONCRETE PIERS was built in a factory 
and set by crane at the site. The 
price is $7,000 for 672 sq. ft. of 
living space, plus a storage shed 
and kitchen appliances. 

While the dimensions and floor 


mobile home, the construction is 
somewhat heavier. Exterior walls, 
for example, are framed with 2x4s 
clad with V2" firecode sheathing 
under prefinished aluminum sid- 
ing. But interior partitions are 
made of 2x2s clad with 14” Lauan 
plywood. The floor is framed with 
2x6s on 16" centers, sheathed with 
Y” plywood and finished with 
sheet vinyl. 

Exterior design is a hybrid com- 
bining a mobile-home elevation 


THE CONTENDERS ... 


PRECAST CONCRETE FRAME WITH CURTAIN WALLS encloses this 

s 654 sq. ft. house, which costs 
$7,000 and takes about four weeks 
to build. 

Framing | components— posts, 
lintels and beams (photo, right)— 
can be cast at the site or in a fac- 
tory. They are made with light- 
weight concrete designed espe- 
cially for the system by the engi- 
neer—Neal Mitchell Associates of 
Cambridge, Mass. But they are 
heavy enough to permit future ex- 
pansion of the house upward as 
well as sideways. The foundation 
is grade beams on drilled piers. 

Floors and ceilings are precast 
sandwich panels: a 2" layer of 
insulation between 2" slabs of con- 
crete, plus an elastomeric mem- 


with conventional-looking double- 
hung windows and a strip of 
molded-metal shingles to give the 
suggestion of a mansard roof line. 
Windows and exterior doors are 
aluminum. The plumbing system 
combines polyvinylchloride, for 
drain-waste-vent piping, with cop- 
per for hot and cold water. Fiber 
glass thermal insulation is 4" thick 
in walls, 2" in the floor, 6" in the 
ceiling. 

The | manufacturer—National 
Homes Corp. of Lafayette, Ind.— 
introduced the house in 1967 
through its Georgia mobile-home 
subsidiary, now markets a varied 
line of prebuilt low-income hous- 
ing that includes stackup town- 
houses. 


brane for the roof panels. 
Wood studs are set between the 
precast columns and covered with 


plywood outside, gypsumboard 
inside. Interior partitions are 
made of molded gypsumboard 
sandwich panels  (Structicore, 
made by U.S. Gypsum). All the 
ceilings are painted concrete. 

One object of this small-com- 
ponent system, which Mitchell 
pioneered in South America, is to 
permit the placement of precast- 
concrete components either by 
hand or with light hoists. 

While the framing’s high 
strength can carry additional liv- 
ing levels, it may prove over-engi- 
neered when used for only a 
single level as at Austin Oaks. 


HOUSE & HOME 
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PREFINISHED STRESSED-SKIN MODULES, each 12'x45', were 


loadbearing walls of this 768-sq.- 
ft. house priced at $7,000 by the 
manufacturer, Industrial Lami- 
nates Corp., Austin, Tex. 

Wall panels consist of 2x4 fram- 
ing with laminated faces—4 ” pre- 
finished plywood inside, 546” alu- 
minum-clad plywood  outside— 
and 114” expanded polystyrene as 
thermal insulation. The floor deck, 
on piers and spot footings, is 14%” 
2-4-1 plywood on 2x6 joists, 24” 
o.c. 

Bathroom and kitchen walls are 
covered with laminated plastic, 
and ceilings (photo, left) are 
acoustical tiles set in metal grids. 
The three-ply built-up roofing has 
a pea-gravel surface. 


transported like mobile homes 
and bolted together at the site to 
produce this 1,080-sq.-ft. house. 
With five bedrooms and 11⁄2 baths, 
it is the largest of Austin Oaks' ten 
models. Yet the manufacturer— 
SAM Industries Inc. of St. Peter- 
burg, Fla.—prices it at only 
$7,000. 

SAM uses its own patented fin- 
ishes inside and out: plastic ex- 
terior paint, which is stenciled to 
simulate brick, and textured in- 
terior paint, which simulates fine 
plaster. Roof finish is a silicone 
product (GE Silicone 400), bath- 
room walls are covered with lami- 
nated plastic, and flooring is trow- 
eled-on plastic. 
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EXPANDED MOBILE HOME WITH PITCHED ROOF was trucked 


used for both walls and roof in this 
$7,000, 784-sq.-ft. house. All the 
exterior panels are 3" thick, and 
their exposed aluminum skins— 
laminated to  resin-impregnated 
kraft paper—are coated with 
baked-on synthetic enamel. In- 
terior panels are 2” thick. 

Kitchen and bath plumbing is 
prefabricated, and incorporates 
polyvinylchloride piping for drain- 
-waste-vent. Both kitchen cabinets 
and countertops are enameled 
steel. 

FHA okayed the system recently 
but the manufacturer—Bellaire 
Products of Tallevest, Fla—has 
been marketing it for 14 years to 
vacation-house builders. 


to the site in two parts to produce 
a four-bedroom house with 717 sq. 
ft. and a $6,100 price tag. Unlike 
the National Homes 
unit (fop of facing 
page), this modified 
mobile home has ply- 
wood  siding—both 
vertical and horizon- 
tal—and a sloping roof finished 
with asphalt shingles. Exterior 
wall framing is 2x4s, but partition 
framing is 2x2s. Interior walls are 
finished with %” gypsumboard 
except for lacquered hardboard 
bathtub wainscoting. Ceilings are 
covered with %46” prefinished ply- 
wood. Manufacturer: Magnolia 
Homes of Vicksburg, Miss. 
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SHOWDOWN continued 


terior walls of this 676-sq.-ft. house 
with two bedrooms and one bath. 
The designer-builder, Dicker Stack 
Sack International of Dallas, Tex., 
claims the house can sell for only 
$4,975. 

Dicker’s construction system is 
the least conventional one at Aus- 
tin Oaks. Exterior walls and one 
interior bearing wall are built out 
of 50-lb. sacks of concrete. The 
sacks are stacked dry, linked by 
10” vertical reinforcing rods 
(above, center), and allowed to 
cure. Gunite is sprayed on (above, 
right) and painted as the finished 
surface inside and out. The sack 
walls look like adobe (left) and 
provide excellent insulation. 


PRECAST CONCRETE PANELS IN ALUMINUM FRAMES are 
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the exterior walls of this four-bed- 
room, one-bath house. The sys- 
tem's designer and patent-holder, 
—Lockheed Aircraft Service Co., 
Ontario, Calif. —says the 718-sq.- 
ft. house can sell for $5,975. 

All the panels, each 4'x8'x2", 
are cast at the site. They are poured 
in extruded aluminum channels 
that double as fastening devices 
when the 800-Ib. panels are set in 
place on their poured foundation. 
Adjoining channels are locked 
together when wallheight anchor 
bolts are inserted through them 
from top to bottom. 

The panel-locking bolts are also 
linked to the foundation and the 
roof. Recessed anchoring points 


But only solid wall sections are 
built with sacks. Windows and 
doors are set in wood-framed 
panels (right) that extend from 
foundation to roof. And all in- 
terior partitions except the one 
that carries roof beams are built 
conventionally out of 2x4s and 
gypsumboard. 

The flat roof is made of 4x6 
beams covered with %” plywood, 
1” insulation and a built-up weath- 
ering surface. Continuous con- 
crete beams are used for the foun- 
dation, and the floor is a concrete 
slab poured after the first two 
courses of sacks are laid. The 
house is built entirely at the site, 
but takes only an estimated 14 
working days. 


are built into the foundation by 
casting in 1’ steel bars every four 
feet and protecting their centers 
during the pour by polystyrene 
blocks. After the pour the poly- 
styrene is chipped away and the 
anchor bolts hooked to the bars. 
At the roof, which is framed con- 
ventionally of wood, the wall bolts’ 
threaded ends are passed through 
eye bolts in 2x12 joists and capped 
with nuts. 

Lockheed's builder upgraded the 
wall panels esthetically by casting 
in decorative panels of exposed ag- 
gregate (upper right) above and 
below windows. He saved time by 
using a 10'x10' prefabricated kitch- 
en-bath-closet unit (right) shipped 
from a factory. 
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ONS FOR WALLS set this 591- 
sq.-ft. house apart from the other 
nine at Austin Oaks. It is also the 
smallest house in the group, al- 
though the manufacturer has 
helped compensate for that by in- 
cluding a semi-enclosed paved 
patio and an outdoor storage unit 
(left). Estimated price is $6,000. 
The manufacturer is Certain-Teed 
Products Corp. of Ambler, Pa. 

Certain-Teed’s wall system con- 
sists of posts and panels made of 
asbestos. The posts are extruded 
channels that are spaced out along 
chalk lines on the house’s concrete 
slab. Every second post is an- 
chored to the slab by a steel angle, 
and all posts are held together at 
the top by a steel tie rod. Two 


slab foundation make this 720-sq.- 
ft. house the most traditional of 
the ten at Austin Oaks. The builder 
—Chanen Construction Co., Phoe- 
nix—prices the two-bedroom, one- 
bath house at $6,350. Construc- 
tion time was 21 working days. 

Chanen finished the block walls 
with one coat of filler and one 
coat of vinyl paint. Interior walls 
are standard: 2x4 framing and Y” 
gypsumboard. But the ceilings are 
acoustical metal attached to wood 
roof trusses. 

A few small touches at the en- 
tryway—a molded wood door, a 
small carriage lamp and plant 
boxes—add some buyer appeal. 


panels—one for each side of the 
wall—are inserted between each 
set of posts, and the space between 
them is filled with 2"-thick fiber- 
glass batts (right). 

Window and door openings, all 
of standard dimensions, are framed 
by setting spandrel panels between 
the posts (lower right). No hoist- 
ing equipment is required because 
the heaviest component weighs 
only 45 lbs. 

The roof is built convention- 
ally with wood trusses after a dou- 
ble 2x4 plate is attached to the 
top of the walls by J bolts con- 
nected to the steel tie rod. 

All plumbing—hot and cold 
water piping as well as drain- 
waste-vent—is plastic. 


HOW THE HOUSES MEASURE UP at Austin Oaks will 


depend on a series of scientific tests and analyses 
conducted by University of Texas professors. 
Two examples: 

Operations and cost analyses will be partly 
based on time-lapse photos filmed during con- 
struction. And the findings will be presented in 
a form that permits 1) comparing the systems 
in terms of man-hours and material quantities 
and 2) translating these two cost factors into 
local wage rates and prices for any part of the 
country. 

Environmental tests will rate the performance 
of heating and ventilating systems, sound-dead- 
ening, lighting, plumbing and wiring. Some of 
the testing will involve sophisticated measuring 
equipment like thermocouples—ten per house— 
and demand meters for checking fuel and power 
consumption. The houses' acoustical character- 
istics will be rated by means of sound-generating 
and sound-measuring equipment. (Many of the 
houses—especially one that uses perforated 
hardboard over door openings instead of solid 
wall construction—will get some of their low- 
est ratings in the sound-deadening category.) 
Lighting tests will rate both natural lighting and 
lighting fixtures. Plumbing and wiring systems 
will be judged not only for performance but 
also for workmanship and design. 
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The never-ending climb of close-in 

land costs is forcing apartment 

builders into higher and higher densities, 
and in turn putting increased emphasis 


on the design of... 


‘fon; 
Site: 


It would be hard to find five more dissimilar garden-apartment 
projects than the ones shown here and on the next eight pages: 
they vary in size, acreage and style. But they have two all- 
important things in common: high density—from 36 to almost 
60 units per acre—and a quality of design and land planning 
that makes them both livable and exciting despite their high 
density. Furthermore, they show that good design offers apart- 
ment builders a way out of a double bind: the less open land 
a project has, the more its prospective tenants will demand good 
outdoor areas. 


For a quarter-acre site, a project 
that combines apartments 
and townhouses in one building 


There are three apartments on the first 
floor (plan, right) and six back-to-back 
townhouses on the second and third floors 
(plan, facing page). Their compact group- 
ing allows 8,200 sq. ft. of living space to 
be put on an 82’x120’ lot and still leave 
enough parking to comply with zoning. 

Only the ground-floor apartments have 
separate outdoor living areas; there are 
balconies in front of the upper townhouse 
units but they are actually walkways to the 
front doors. Stairs are placed so each 
apartment can be reached without crossing 
in front of another. Architect: Claus & 
Claus. Builder: Bodo Claus. Location: 
Baton Rouge. 
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artments 


Photos: Gleason Photography 


FIRST LEVEL ¿ SITE PLAN o lo ZOFT 


HOUSE & HOME 


A 
THREE-STORY BUILDING, seen 
here from the side, is kept from 
looking disproportionately high by 
the dark line of the brick-sided 
first floor and the heavy horizontal 
line of the wood fence. 


= 


FACADE, viewed from parking lot, A 
is broken up by sun screens whose 
slats match the texture of the en- 


APARTMENT PATIO is screened on> _ trance stair and balcony railings. 


ground level by a wood fence. Photo o Ns ) 
was taken on the side of the build- . > Wa 
ing away from the parking lot. E v «x 


pr 
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continued 


APARTMENTS FOR TIGHT SITES continued 2 


DD E eS 


SIDE ELEVATION shows town- of page). Garage door at right leads 
houses in upper two stories of sec- to 13,000-sq.-ft. garage which has 
tion at left (see also plan, bottom a clear span of 80’. 


For a half-acre site, a project 
that offers 


the feeling of outdoors on two levels 


There are 26 units in the project, and the 
resulting density of 52 per acre is more in 
the realm of high rises than garden apart- 
ments. There is 23,700 sq. ft. of living 
area, and once space for setbacks and the 
swimming pool is deducted, there isn't much 
open land left—even though parking (for 
43 cars) is provided in an underground 


2-BEDROOM UNIT 
Q.5. 1405 
== 


BEDROOM UNIT 


garage. s 
The solution to the density problem is TYPICAL UNITS! mende one and 
x 3 E two-bedroom, one-floor apartments 
the center corridor. It is unusually wide, (above) and” kwohedmten town 
and open to the sky so that light reaches houses (right). Rents are from $195 
down to all floors, and planting on the to $285. 


ground level reaches the upper floors. 

Architect: Robert L. Barnett. Builder: 
Home Savings & Loan Assoc. Location: 
Culver City, Calif. 
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Photos: Julius Shulman 

FRONT ELEVATION (see also cover) 
shows the start of the wide center 
corridor that acts as a sort of front 
yard for all the apartments. The 
broken roof line keeps this side of 
the building from appearing overly 
massive. 


LIVING ROOM of a two-bedroom,» 
one-floor apartment has compact 
kitchen with an eating bar. En- 
trance is at far right. 


UPPER LEVEL of the center corri- 
dor has bridges leading to units on 
one side. Open areas bring planting 
to the upper level, while unroofed 
rafters and trellises bring in light 
from above. 


continued 
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| APARTMENTS F foe. TIGHT SITES continued 3 


| f STREET VIEW of building shows they are away from swimming-pool 
| high fences shielding patios. Many noise, Land plan (below) shows big 
. tenants prefer outside units because area taken by parking. 
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For a 1%2-acre site, a project 
that brings in 
higher rents than its neighbors 


In theory, the projects 69 units create a 
density of about 40 units per acre; in fact, 
the parking requirement of 11⁄2 cars per 
unit eats up almost half of the site (land 
plan, above), which makes the spacious- 
ness of the project astonishing. 

The apartments are grouped in an L- 
shaped building, sited to put the mature 
trees in the pool area. An extra 504 per 
sq. ft. was added to the costs, making pos- 
sible such amenities as an octagonal, three- 
story lobby. Result: rents are running 20- 


4 TWO-BEDROOM 


25% higher than in neighboring projects. Rei plu hace za E 
. a . 4 edroom units (a ejt) an Wo- 
Architect: L. L. Freels & Assoc. Builder: bodoan Maile eot qe raompatt 
Systech Development Corp. Location: Con- mented baths. Rents are from $140 


cord, Calif. to $165. 
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Photos: Ricco-Mazzuchi 
POOL COURT sits between the two 


arms of the L-shaped building. Sav- 
ing of trees was a prime considera- 
tion in siting the apartment. 


LIVING AREA includes a dining} 
nook, foreground, and a living room 
with sliding glass doors opening to 
a balcony. Living areas of one- and 
two-bedroom units are virtually 
identical, 


4 OCTAGONAL LOBBY is entered 
from the pool area or the main en- 
trance (land plan, facing page). 
Balconies on upper two levels look 
into it, and it is topped by a color- 
ful skylight. 


continued 
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APARTMENTS FOR TIGHT SITES continued É 


TYPICAL ELEVATION shows the 
strong horizontal line that keeps 
the buildings from overpowering 
their site. The unusual layout of the 
two buildings (land plan, below) 
gives all but a few of the units a 
segment of the view. 


Photos: Fred English 


For a 3'2-acre site, a project 
with three living levels 
to take advantage of an unusual view 


The hilltop on which these 117 apartments 
are built commands a 360? panorama that 
includes the city of San Francisco and the 
Golden Gate Bridge. This accounts for 1) 
the site plan (above) which gives almost all 
the units a view, 2) the raised design (sec- 
tion, facing page) in which the first floor 
sits on an only partially submerged parking 
deck and 3) the unusually heavy expanse 
of glass walls. The latter are actually cur- 
tain walls, since the buildings are of lift- 
slab construction. Solid walls are stucco 
over steel. 

Architect: Mogens Mogensen. Builder: 
Pringle Construction Co. Location: Bur- 
lingame, Calif. 


ONE BEDROOM UNIT M 


LUXURY APARTMENTS include 
one-, two- and three-bedroom units 
which rent from $185 to $350, De- 
spite fears that high rates would 
hurt, the project rented out quickly. 


<i TWO BEDROOM UNIT 


VARIED LEVELS, shown in this 
view of an inner court, are the re- 
sult of accommodating to a heavily- 
contoured site. At right is the main 
entrance to one of the buildings. 


LUXURY FEATURES of a typical 
unit include a wet bar (left) and a 
kitchen pass-through (right), both 
finished with veneer plywood. 


“COMMUNITY CENTER includes an 
outdoor pool and a clubhouse that 
has sauna baths, exercise room and 
a recreation room. continued 
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Photos: Jordan Lagman 
BUCOLIC ATMOSPHERE in the L 1 
midst of 52-unit-per-acre density 
is created by heavy use of stone, 
shingles, waterfalls and lush land- 
scaping. Even the community pool 
has something of the feeling of a 
country pond. 


SITE PLAN shows the skillful place- 
ment of buildings to achieve a 
variety of outdoor areas, Parking is 
confined to two outer areas to pre- 
serve the atmosphere created by the 
land plan. 
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For a 5'2-acre site, a project 
that offers both 
privacy and a social atmosphere 


Apartments vary from efficiencies to two- 
bedroom units, rentals from $135 to $310, 
and tenants from young singles to profes- 
sional couples. The problem: To provide 
both reasonable privacy and a social atmos- 
phere for the extroverted, and do it in a 
density of 52 per acre. 

The solution: Buildings were sited to 
create a series of small open areas (land 
plan, above), with landscaping that fosters 
a feeling of both intimacy and interest. 
Social activities are centered around a rec- 
reation area in the center of the site. 

Architect: Kamnitzer & Marks. Builder: 
Dalehurst-Comstock Corp. Location: Los 
Angeles, 


— PA ---] 


APARTMENT LAYOUTS are shown 
for a one-bedroom group (above) 
and an efficiency group (left). 


LANDSCAPED COURT illustrates» 
how a relatively small open area 
can be scaled to produce the feel- 
ing of openness. 


100 HOUSE & HOME 


$e 
D 
" 
E 
LT 
Pe 
$ 


|! a 
iui Ar 


toil 


N 


MARCH 1969 


1. SOURCE 
2. GRAVITY FLOW CONDUIT 

3. SEWAGE COLLECTING TANK 

A. CHECK VALVE 

5 VACUUM YALVE 

5 VACUUM LINE 

7 VACUUM RECEIVER TANK 

8 COLLECTOR -EJECTOR PIATIO 
9. PNEUMATIC EJECTOR 

10, VACUUM MAIN 
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Answer to the vacation-land sewage problem: 


The developer's problem: If land for a po- 
tential vacation community won't accom- 
modate septic tanks, only a central sewer- 
age system can make the project feasible 
—but for most vacation communities, a 
conventional sewerage system costs too 
much and isn't flexible enough. 

When United States Land Inc. faced this 
dilemma on 2,500 hilly acres in Orange 
County, Va., an engineer came up with a 
solution that could open up a lot of fallow 
vacation land for frustrated developers. 

U.S. Land, a subsidiary of Boise Cascade 
Corp. is instaling a vacuum-operated 
sewerage system that overcomes the draw- 
backs of conventional gravity systems. 
Specifically: 
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1. Lines can be laid with little regard 
to terrain because the only requirement is 
that they be buried below the frost line. 

2. Fluctuating loads, caused by inter- 
mittent use of vacation houses, have no 
effect on the system's operation. 

3. Widely spaced houses can be handled 
efficiently from the very outset of devel- 
opment. 

Only some of U.S. Land's 4,000 lots— 
9096 of which have already been sold for 
an average of $7,000 apiece—failed per- 
colation tests for septic tanks. But county 
and state health officials warned that even 
the approved soil might one day be unable 
to absorb all the community's sewage. 

The job of designing a central system 


went to engineer Calvin Burns, owner of 
Prince William Engineering Co., Wood- 
bridge, Va. 

*A gravity system was out of the ques- 
tion," says Burns. "It would have meant 
installing the mains along the lake front 
and tearing up the project's most expen- 
sive lots. And we would have had to bury 
lines as much as 20' below street level be- 
cause the roads are laid out to follow the 
topography. Besides that, the houses 
wouldn't be used frequently enough to 
keep a gravity system working properly." 

Burns's — alternative—vacuum-powered 
sewers—has four elements: 1) sewage 
collecting tanks for groups of up to four 
houses, 2) vacuum receiver tanks, 3) 
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a central sewer system that works by vacuum 


pneumatic ejectors and 4) a central treat- 
ment plant. It works like this: 

Sewage moves from a house to the neigh- 
borhood collecting tank through a gravity 
conduit. The V-shaped tank can hold 1,400 
gallons, but when the sewage reaches the 
100-gallon level, an automatic switch opens 
a valve to a vacuum feeder line. The sew- 
age is drawn to one of 13 vacuum receiver 
tanks, and the valve at the collecting tank 
closes automatically when the sewage re- 
cedes to a predetermined level. A pneu- 
matic ejector at the receiver tank propels 
the sewage through a main line to the cen- 
tral treatment plant. Extra receiver-ejector 
stations may be added to main lines as 
boosters wherever steep terrain or long 
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distances make it difficult to maintain 
pressure. 

One main object of Burns’s design is to 
empty the collecting tanks and vacuum 
lines before the sewage becomes septic. So 
the vacuum valves in the collecting tanks 
can also be opened manually or through 
monitoring equipment at the receiver-ejec- 
tor stations. 

Alarm bells will warn of malfunctions 
at collector tanks and receiver stations. And 
the receiver stations are equipped with 
emergency storage tanks to handle sewage 
overloads in case of failure. Burns’s com- 
pany will maintain the system, which will 
require one part-time operator. 

Burns says a conventional system would 


have cost twice as much, and attributes 
much of his saving to lower-cost piping. 
Lines to vacuum receivers and to the treat- 
ment plant are 4” to 6” polyvinylchloride 
pipe, laid in 20’ lengths just below the frost 
line and protected by 2x6 treated pine 
boards buried 4” to 5” above. 

The receiver-ejector stations are being 
installed at the outset, along with about 
40 miles of piping and the first stage of an 
expandable sewage-treatment plant. Initial 
plant capacity, 250,000 gallons, will ulti- 
mately be tripled. 

Burns, who is in the process of patenting 
his system, is close-mouthed about design 
details. But most of the equipment he uses 
is of standard manufacture. 
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Once a cold, functional room of minimum si 
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houses. Six pages of pictures and plans show you why. 


Bathrooms 


Richard Wright 
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Textured surfaces give an unusual feeling of warmth to this master bath: 


box sections at either end, and on a backsplash around the vanity counter. 


The glass door at left leads into a stall shower. 


the rear. The tile wall behind the sunken tub is repeated in the raised 
Architect: William A. Churchill. 


wood facings on the vanity cabinets, wood paneling above the counter, 
a carpeted floor, and louvered shutters across the sliding glass door at 
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The Formica Corp. 


Corner tub is used here to fill 
in an odd angle at the back 
of this bathroom. The 
apparently solid walls behind 
the vanities actually are 
pierced by windows; shutters, 
visible as black lines in 

the photo at left, are 

covered with wallpaper so 
they blend in with 

the walls. Architect: 

Waller S. Poage. 


Bathroom porch can be 
reached via sliding glass 
doors beyond the sunken 
tub of this bathroom. 
Reason for the unusual 
arrangement: The house 
is stilted out over a 

very steep hillside, 

and a deck runs across 
the front of all the 
rooms on this level— 
including the bath. 
Architect: Donald 
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Joshua Freiwald 
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Robert Murray 
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Neil Koppes 


Dramatic vanity area has a glass-walled end that opens 
out into a walled garden. A ceramic-tile counter 

top turns across the window, and the area below it 
remains glassed rather than solid for additional 

light and openness. Architect: Calvin C. Straub & 
Denis P. Kutch. 
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Photos: George E. Ernst 
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In a series of new 
prototype houses... 


Levitt & Sons 
sizes up some 
new products 


None of the products is brand-new. Levitt’s production- 
line approach to housing is too conservative to permit 
pioneering. But most of the products are still far from 
general acceptance, and Levitt’s approval would be an 
important boost in that direction. 

Levitt tries out new products and new designs in an 
unending series of prototype houses tailored to its re- 
gional markets. The prototypes are usually seen only by 
a staff team that decides whether to accept or reject all 
or some of their new features. 

But a new group of five prototypes at Levitt’s 900-acre 
Stony Brook project on Long Island are being shown to 
a few prospective homebuyers. Reason: Three of the five 
feature California design with appropriate products and 
materials that aren’t widely familiar to homebuyers in the 
Northeast—so the prototype staff feels the need for pub- 
lic opinion. House & HoME made the tour, and presents 
the following sampling as an insight into the Levitt re- 
search-and-development process. 


ac ^ pert St 
STANDARD LEVITT HOUSE for Long Island follows traditional lines. 
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PROTOTYPE LEVITT HOUSE tries out California design on Long Island. 


PINE eu 


Random slate from Vermont 


Flooring: Levitt tries slate and Italian tile 
for impact, wood-veneered vinyl for speed 


Wood-veneered vinyl should in- 
stall faster than real wood because 
it's laid like vinyl tile. Yet it looks 
like wood because the product is 
actually real wood veneer lami- 
nated to a vinyl base with a thin 
sheet of metal in between for stiff- 
ness and a film of clear vinyl 
covering the wood as a wearing 
surface. Levitt is trying two styles: 
parquet, and pegged planks. 
The Vermont slate, laid in a 
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Quarry tile from Italy i 
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Sheet vinyl simulating brick 


random zig-zag pattern in a foyer 
and family room, is used as a de- 
sign complement: It goes well with 
the California house. The quarry 
tile—imported from Padua, Italy 
—is just for effect; cost will prob- 
ably keep it out of the Levitt line. 
Brick-patterned sheet vinyl (bot- 
tom photo) has been installed in 
one kitchen not to test the style 
but to compare sheet flooring with 
Levitt’s standard tile flooring. 
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Pan s 
Fireproof mineral-fiber shingles 


Seal-tab asp 


Roofing: If handsplit cedar exceeds the budget, 
is wood-simulating asphalt a good substitute? 


Handsplit cedar shingles most cer- 
tainly will exceed the Levitt cost 
standards. They've been used on 
one prototype just for effect and 
for the sake of comparison. 

So serious consideration is be- 
ing given to a heavy—340 lbs. per 
square—seal-tab asphalt shingle 
with embossed graining and a stag- 
gered butt line designed to simu- 
late wood. A direct comparison 
with handsplit cedar is hardly fair. 
The real question the Levitt people 


Hand-split cedar shingles 
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will decide is how much the wood- 
simulating shingle upgrades roof 
design compared with convention- 
al asphalt shingles. 

Another shingle being tried out 
is a thick, striated mineral-fiber 
product that also simulates wood. 
It's being tested to find an accept- 
able fireproof shingle for possible 
future need. One purpose of the 
prototypes is to create a reserve of 
tested materials for solving future 
problems. 


Ls 


Raised-panel wood doors 


Doors: Molded wood, steel and hardboard add 
traditional effects for slight price increases 


Says Prototype Manager Dan Tal- 
bot: "Raised-panel double doors 
Bive us a lot more impact at the 
entryway without going to the ex- 
pense of carved doors. These cost 
$20 to $45 more than our stand- 
ard doors, but carved doors can 
run up to $500 more." 

Even the steel bifold doors on 
closets have raised panels stamped 
into them. And, for coordinated 
design, the main doors in bed- 
rooms are hardboard decorated 


with set-in polyurethane panels 
molded to match the bifolds’ raised 
paneis (center, above). 

The effect of bronze-anodized 
aluminum is being tried out on 
sliding doors in one family room. 
This color, developed for commer- 
cial buildings, is being widely 
adopted by apartment builders in 
windows as well as doors. 

Levitt is also testing a folding 
wood partition to upgrade an ex- 
pandable children’s room. 


continued 
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LEVITT PRODUCTS continued 


Photos: George E. Ernst 
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Rough-sawn cedar plus planks 


Rough-sawn redwood with battens 


Siding: Rough-sawn planks over plywood give 
the right effect, but cost may rule them out 


The effect of 1x12 rough planks 
on rough-sawn cedar plywood was 
what the architect wanted. “But,” 
says Talbot, “it may be too ex- 
pensive to add to the line.” 
Instead, the prototype commit- 
tee is considering 12” plywood 
planks applied as horizontal sid- 


ing (not shown)—‘a real possi- 
bility,” says Talbot, “because it 
gives a rough-textured appearance 
at more reasonable cost.” 
Another possibility, pending cost 
study, is vertical rough-sawn ply- 
wood with 2x3 battens. Levitt is 
trying both redwood and cedar. 


Quarry-tile kitchen counter 


Countertops: A tile top matches a tile floor, 
but will it perform like laminated plastic? 


Levitt’s prototype committee will 
answer that question with a test 
installation combining Italian- 
tile countertops and laminated- 
plastic tops in the same kitchen 
(top of page, right). The tile has 
two strikes against it from an up- 
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keep standpoint: grout lines and 
stained wood edging. 

A new bathroom countertop, 
synthetic marble slab with integral 
sink bowl, may offer the best of 
two worlds—masonry appearance 
plus low maintenance. 


Vinyl-impregnated particleboard 
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Cabinets: Low-maintenance finish is taken for 
granted—now the appeal depends on style 


Levitt has already standardized 
on a long-life finish. His cabinets 
are made of particleboard impreg- 
nated with semi-rigid polyvinyl- 
chloride. The manufacturer re- 
verse-prints a wood grain on the 


underside of the Pvc laminate, 
then softens it with heat and forces 
it into the particleboard by vacu- 
um pressure. À new grain, Spanish 
oak (above), is being tried out on 
prototype-house visitors. 


Stained plywood ceiling 


Ceilings: Textured plywood looks good and 
takes less installation time than gypsumboard 


Compared with a typical drywall 
installation, plywood ceilings elim- 
inate two work steps, taping and 
spackling. They also simplify fin- 
ishing if the plywood is prestained. 
For Levitt, plywood ceilings pro- 
duced their greatest labor saving 
on a 24’-high cathedral ceiling 


in one of the California-style pro- 
totypes. So even though plywood 


Painted plywood ceiling 


costs more than gypsumboard, 
easier installation compensates for 
the price difference. 

Another  time-saver, already 
added to the Levitt line, is simu- 
lated wood beams made of poly- 
urethane that are glued to ceilings 
instead of nailed. Here again, la- 
bor saving makes up for higher 
price. 


Polyurethane beams 
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When you build a home 
you build it to last... 
right down to the fixtures. 


» 
» 


Today's buyer looks for quality and value. You know it, 
we know it and they demand it. 

That's why everything that is designed and built must 
carry through the feeling of beauty, quality and value. 
We,at Artolier, take great pride in our Cast Aluminum 
line. 

Pride in knowing that it was built out of a need by the 
building industry, not out of a convenience for Artolier. 


Pride in knowing our fixtures will last as long as the house 
will stand, or even longer. 


And, the pride in seeing more and more architects and 
builders using Artolier than ever before. 

If you are interested in seeing our Cast Aluminum series 
as well as the complete line of Artolier Lighting, send one 
dollar to: Artolier Lighting, a division of Emerson 
Electric, Garfield, New Jersey 07026. 


[== Artolier Lighting 


E we're proud but practical. 
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“We loved the house 
but that carpet color 
is impossible!” 


Use Oak Floors and let 
the buyer decide on floor coverings 


You run an unnecessary risk when you build homes with car- in her floor coverings by providing a permanent Oak floor? 

peting laid directly over concrete or plywood. If the carpet Then she can go the rug or carpet route . . . in colors to match 

color isn't right, your homes can stay unsold while interest her room furnishings and personal taste. 

piles up. If prospective buyers want to use accent or area rugs If she decides to use wall-to-wall, she'll still have a beautiful 

in all or some rooms, there go more sales. lifetime floor of Oak that will look like new when the carpeting 
Doesn't it make good sense to give the owner some choice is damaged or wears out in a few years. Think it over. 


You don't take a chance with OAK FLOORS 


NATIONAL OAK FLOORING MANUFACTURERS' ASSOCIATION 814 Sterick Building, Memphis, Tennessee 38103 o 
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Rough-sawn cedar, painted 
stucco and shingled exterior 
walls—with Metalbestos Model 
SS Chimney, the designer can 
blend the chimney with any 
exterior material he chooses. 
Special Low-K insulation in 
1” walls provides 17 times 
the insulation value of brick 
at a fraction of the weight, 
assuring maximum venting ef- 
ficiency, minimum space (2” 
clearance to combustibles). 
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Fireplaces on several levels 
present no weight problem. The 
Model SS all stainless steel 
chimney system includes com- 
ponents to meet every installa- 
tion requirement. Six diameter 
sizes are available, from 6” to 
14”, standard lengths in 18” 
and 30”. Easily installed by one 
man, the lightweight, compact 
rugged pipe twist-locks se- 
curely together. Available in 
natural stainless or matte black 
finish. Write for the new Model 
SS Catalog MC-6 for details. 
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William Wallace Division 


Wallace-Murray Corporation 


Post Office Box 137 


Belmont, California 94002 
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4 times the number of buildings 


The builders who prefer House & Home put up more buildings — and buy more products too: 


LIGHT COMMERCIAL 
HOUSES APARTMENTS CONSTRUCTION 


From 36 studies, the percent of From 20 studies, the percent of From a 1968 study, the percent 
housing units built by builders apartments built by builders of commercial construction 
according to their publication according to their publication built by builders according to 
preference preference their publication preference. 


In addition to builders, House & Home also reaches more of the 
other industry specifiers including architects, realtors, lenders 
and engineers who often have a deciding voice in the selection 
of building products. 


For example, here are buildings these men bought products for, 
during a 12-month period: 


From an August, 1968 study of a cross-section of House & Home 
architect, realtor, lender and engineer subscribers, the number 
of houses, apartments and light commercial buildings for which 
they made specific building product decisions in the past twelve 
months: 


HOUSES 
NUMBER $VALUE 


APARTMENTS 
NUMBER $VALUE 


COMMERCIAL BUILDINGS 
NUMBER $VALUE 


ARCHITECTS hi E 72,685 $i S 6,756 $2,119,369,785 
REALTORS 22,240 472,240,054 45,356 553,446,665 1,615 146,999,915 
LENDERS 79,416 1,632,034,198 44,128 1,235,404,312 4,865 424,450,000 
ENGINEERS 14,791 292,358,000 25,722 319,193,000 1,912 1,313,719,800 


116,447 $2,396,632,252 187,891 $2,108,043,977 15,148 $4,004,538,500 
*There is no accurate way of determining the exact number of **Rather than request dollar volume from architects, "number of 
houses built from a single house plan drawn up by an architect. buildings” and “number of units" was asked for. 


It is a fact that builders and other specifiers prefer House & Home 
—and that these buyers build more houses, more apartments, 
more light construction of all types— and buy more building 
products. 
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has real sex appeal! 


built for builders, backed by the biggest 
advertising campaign in disposer history! 


Everything you put into your home adds to your selling price. And homes 
fall into all price categories. Well, to give you a hot selling feature for your 
homes, In-Sink-Erator offers a full line. Pick the disposer that price-matches 
your situation. 

Remember, In-Sink-Erator is the brand women know by name...the one 
that’s been sold by Arthur Godfrey on network radio... the one that will 
appear in hundreds of ads in Life, in Look, in 25 "shelter books," in news- 
paper supplements. The one that's pre-sold and identifies you as a contractor 
who offers quality. 


NOTE: In-Sink-Erator is the only disposer with an exclusive double warranty: 
AII stainless steel and all interior parts touched by water are warranted for life 


against corrosion—p/us 5-year protection on all parts. 


Sales aids that work to sell your homes" 


Choose from two merchandising plans that are sure to help you sell your 
homes faster. PLAN 1—A series of model home displays and handouts, includ- 
ing a “red carpet,” life-sized In-Sink-Erator girl “talking” display, prospect 
check list that's custom-designed around your house, literature, and radio 
commercials. PLAN 2—All of the above plus a full page ad about you and your 
home in a famous consumer magazine, full color brochures on your home, 
and newspaper ads, too. 


*Only for those honestly interested in buying something better at a competitive price and those 
interested in basic, helpful sales tools. 


IN-SINK-ERATOR" 


IN-SINK-ERATOR DIVISION 
EMERSON ELECTRIC CO. 
RACINE, WISCONSIN 53406 


O Pm interested in PLAN 1 [ ] lm interested in PLAN 2 
O Please have your representative call 


| build 
price class. 


homes/apartments per year, inthe$_____________to$ 


A et —À————————— HNER. 


COMPANY NAME 


COMPANY ADDRESS. 


CITY & ZIP ETHER lo: 
TELEPHONE NUMBER ] 
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This Chromalox heating system has a cool partner. 


The Chromalox® electric comfort conditioning 
system — designed to install quickly, operate 
quietly and efficiently and provide pleasing 
comfort all year round. 

The versatile Chromalox WAF furnace 
features compact cabinet; 10, 90 or 30 kw 
capacity, centrifugal blower; precise thermostatic 
control. lt installs in horizontal, upflow or 
downflow position. 

A range of dependable Chromalox 
Compressor-Condensers and Evaporators delivers 
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from 1% to 4 tons of summer cooling comfort. 

The Chromalox Electronic Air Cleaner 
slips into any furnace return air duct and traps 
9596 of airborne dust and pollen. 

These Chromalox units can be used equally 
well in new installations or as additions 
and/or replacements in existing systems. 

Learn about the complete line of Chromalox 
comfort heating/cooling products from your 
local Chromalox distributor. Or write directly 
for Catalog R00103-6. write 


tai 
[23] 
IEMISRSUN 


EDWIN L. WIEGAND DIVISION 


EMERSON ELECTRIC CO. 
7770 THOMAS BLVD., PITTSBURGH, PA. 15208 


HOUSE & HOME 


NEW IDEA 


FOR BUILDERS AND ARCHITECTS 


These Quality a/I-stee!| FOLDING CLOSET DOORS 
COST SUBSTANTIALLY LESS INSTALLED 


Fenestra Folding Closet Doors are the finest quality in the industry. 

Savings result from quick, fool-proof installation. Sizes and designs to 
meet any decor. Check your local Fenestra distributor...he's listed in 
the Yellow Pages under "Doors- Metal." Or write for full color brochure. 


BIG 
HIT AT 
N.A.H.B. 
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LOGAN 
ATTACH LABEL HERE 
changing Please give five weeks notice before change of address STOCK- SIZE 


becomes effective. Attach mailing label here and print your 


new address below. If you have any question about your 
your subscription, include address label with your letter. 
MAIL TO [ 


address? House & Home, P.0. Box 430, Hightstown, N.J. 08520 


Now for the first time anywhere, spiral stairs 
are available in standard, ready-to-deliver pack- 
ages. Logan Co. now offers a stock-size 4'0" 
diameter spiral stair, with treads that adjust to 
fit any floor to floor height up to 10 ft. These 
packaged components permit fast, easy instal- 
lation with big savings. 


your name 


your mailing address 


I 
1 
I 
i 
I 
r 
[| 
1 
1 
L| 
i i 
city i d E a TH 
' 5 a E e Steps adjust from 8%” to 10” to fit ceiling 
- r height. 
your firm name i @ Treads are reversible—use on either left 
! or right hand stairway. 
firm address : e Standard 4'0" diameter. 
l @ Two types of treads: smooth-surfaced for 
"m ma = carpeting or hardwood floors; safety diamond 
H pattern for exterior installation. 
- ! e Heavy-duty reinforced plastic railing— flex- 
type of business ! ible for ease of installation — provides rigid 
' strength when installed. 
your title or position t @ Fast delivery through distributors across the 
[ country. 
1 
TO ENTER OR EXTEND YOUR SUBSCRIPTION, W nt : : ; H 
CHOR HERES ane d | Write for a detailed bulletin: 
O NEW O ONE YEAR $7.00 your i 
O RENEWAL [ THREE YEARS $14.00 ( 
MAIL REMITTANCE TO own i O, (244 
House G Home, P.O. Box 430, Hightstown, N.J. inti l 
08520—Rates Apply to U.S. G Canada Only— subscription? 1 e 
— — e eee ee ee € - 


Dept. HH-3, P.O. Box 6107, Louisville, Ky. 40206 
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POLYSTYRENE FORM ASSEMBLY is simplified by T&G edges, which are glued together, and molded 
reinforcing-rod channels. No special skills are required, but vertical cores must be aligned precisely. 


These new concrete forms eliminate two 
jobs—form stripping and insulation place- 
ment—because 1) you leave them in place 
after the concrete cures and 2) they double 
as thermal insulation. 

The forms resemble hollow-core concrete 
building blocks, but are made of molded 
polystyrene. And unlike concrete blocks, 
they contain horizontal as well as vertical 
cores so that concrete poured into them is 
molded into a continuous grid. The polysty- 
rene has a “k” factor of 0.24, so it provides 
sufficient thermal insulation to meet even 
the electric-heating industry’s high stand- 
ards. And it can be clad with several con- 
ventional finishing materials—e.g., brick 


Hollow-core polystyrene is 


FORM CORNERS are prefabricated with the aid 
of a miter box. Wood channels form door openings. 


FORM COURSES are laid and filled three sections 
(4' high) at a time. Concrete is vibrated. 


Plastic formwork for poured-concrete walls — 


veneer, asbestos board or stucco on exterior 
walls; plaster, drywall, paneling or ceramic 
tile on interior walls. 

The system, called Foam Form, was de- 
veloped in Canada by former builder Wer- 
ner Gregory who markets it through Foam 
Form of Canada Ltd. Gregory designed the 
forms for heavy construction, but the first 
two applications were residential: a town- 
house project and a single-family house. 

In-place cost for these first jobs was 88 
cents per square foot for a 9"-thick wall, 
and the breakdown was as follows: 


Foam Form units. .... 
Placingiof. units: ad fond se hae, wok .03 
Steel reinforcing 
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first a mold... 


POURED CONCRETE direct from mixer-truck 
chute fills lower courses of polystyrene forms. 


PUMPED ‘CONCRETE, delivered through hose on 
truck boom, fills upper courses of plastic forms. 


TECHNOLOGY 


=. « and then the insulation for concrete walls 


3e p 


WOOD FLOOR JOISTS 


OR, FINISH 
$ WATERPROOFING 


4" CONCRETE SLAB 
BASEMENT FLOOR 


36" $ TEMPERATURE. 
STEEL BARS iZ"od. 
CONCRETE 


FOOTING 


TEMPERATURE 
STEEL BARS 12'o.c. 


EXTERI 
12" CEMENT PARGING 


4° BRICK VENEER 


METAL BRICK TIES 
eee IN CONCRETE 


STUCCO CONCRETE FLOOR 
PREFINISHED OR SPRAY JOIST $ SLAB 
FINISHED ASBESTOS 
BOARD SHHEET 

, CONCRETE SHELF’ 
O BARA. FOR BRICK VENER 
DRYWALL 
WOOD PANELING 


| CORE 
A: EVERY FOURTH JOIjT 


CONCRETE CORES in a Foam Form wall provide reinforced beams on 16” centers, reinforced columns 
on 12” centers, Concrete and wood floors are keyed into the cores, metal ties are cast in for veneer. 


as 


FOAM-CLAD WALLS on townhouses produced with polystyrene forms contain two built-in plusses: ther- 
mal insulation on exterior walls, sound-deadening on party walls. Partitions are built conventionally. 


a fast way to skip two major work steps 


Placing of reinforcing................ .01 
Concrete @ $16 per cu. yd........... 22 
Placing of concrete..:............... .05 


Polystyrene forms are easy to handle be- 
cause they weigh so little—only 2% lbs. 
per section, which is 4856” long, 16946" 
high. Width may be 9", 11" or 13", to pro- 
duce concrete grids of 6", 8" or 10" thick- 
ness, depending on required wall strength. 
Each form section contains four vertical 
cores on 12" centers and half of a hori- 
zontal core at top and bottom. 

Unskilled labor can readily master Foam 
Firm installation techniques. The form sec- 
tions are joined by gluing together tongue- 
and-groove edges on four sides. Horizontal 
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reinforcing rods are simply laid in channels 
already molded into the cores. 

To start pouring a wall, only the first 
course of form sections is laid and filled with 
concrete to the level of the reinforcing-rod 
channels. The horizontal rods are then 
placed in the channels and 58"-long verti- 
cal rods are pushed down into the concrete 
at each vertical core. Then three additional 
courses of form sections are laid by slipping 
their cores over the vertical rods. Cores 
are tapered at the bottom so that the 
weight of the concrete keeps the form sec- 
tions from floating upward during pouring. 
Concrete-curing conditions are ideal because 
of the insulating polystyrene. 
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CONCRETE GRID of integral beams and columas 
is exposed in testing sample of Foam Form wall. 
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If youve never had 

the foggiest idea about 

the big difference between 
Thermopane insulating glass 
and substitutes, 


you do now. 


Thermopane with the GlasSeal® edge 
i used to glass 


mopane insu g glass is made only 
by ae ahs 


lp an 
811 Madis ius gan Ohio "43624. Lo 
F 


(GLASS) 
bibi INSULATING GLASS 
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NEW PRODUCTS 


For more information, circle indicated 
number on Readers Service card p. 147 
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SMALL-SCALE COMPACTOR, made of 10-gauge steel, is less than 8’ long, 


AIR AND WATER CLEANERS in 
Hovnanian houses include total- 
comfort heating/cooling system and 
water conditioner (above), and 
odor-exhausting toilets that venti- 
late by water pressure (diagram). 


3/5” wide and weighs 700 lbs. Legs are mounted on casters to permit towing. 
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A home builder gets sales mileage 
out of clean air and water... 


People are starting to worry 
about air and water pollution, 
so New Jersey Builder Jirar 
Hovnanian has come up with 
a merchandising theme that of- 
fers answers to their concern. 
Houses in his latest 150-lot 
tract in suburban Philadelphia 
promise the occupants clean air 
and water because they include 
as standard equipment: 1) elec- 
tronic air filters and humidifiers 
as part of their heating/cooling 
systems, 2) water conditioners 
and 3) odor-venting toilets. 

In effect, Hovnanian has ex- 
panded on the so-called "total 
comfort" system—heating, cool- 
ing, humidifying, dehumidify- 
ing and air filtering—by adding 
equipment to expel bathroom 
odors and to remove impurities 
from domestic water. 

Clean air and water aren't 
free. Buyers pay about $2,500 
more for Hovnanian's houses 
than for competitors' houses of 
similar square footage. But 
Hovnanian estimates that his 
three standard models, priced in 
the low $30's, contain more 
than $5,000 worth of products 
and materials that his competi- 
tors offer only as extras. For 
example, in addition to the 
clean air and water equipment, 
his stock models include ma- 
sonry fireplaces with raised 
hearths, wall-to-wall carpeting, 
hide-away wet bars in family 
rooms and 40- to 50-gallon hot- 
water heaters. 

Buyers haven't been deterred 


by Hovnanian's higher price 
tags. Since opening a year ago, 
his houses have been selling 
either in the construction stage 
or as soon as they go on the 
market. Sales to date: 70. 

Buyers can reject any of the 
clean air and water accessories 
and get refunds based on the 
builder's wholesale cost. But 
most don't, because Hovna- 
nian's salesmen use three con- 
vincing arguments: 

1. Why not buy these con- 
veniences now, when they can 
be financed at mortgage rates, 
instead of buying them later and 
paying much higher installment 
plan rates? 

2. Why not buy them now 
for the builder's wholesale cost, 
instead of later at list price? 

3. Why not buy them now 
when they can be installed dur- 
ing construction, instead of 
later when installation will be 
more complicated and costlier? 

Four of Hovnanian's clean 
air and water accessories are 
from American-Standard, New 
York: solid-state heating sys- 
tem (Circle 240 on Reader 
Service card), central air-condi- 
tioning (Circle 241), central 
humidifier (Circle 242) and 
Vent-Away toilet (Circle 243). 
His electronic air cleaner is 
manufactured by Honeywell of 
Minneapolis (Circle 244 on 
Reader Service card), and his 
water conditioner is from the 
Bruner division of Calgon in 
Milwaukee (Circle 245). 


. . . and apartment owners get an 
answer to their garbage problem 


The problem is the rising cost 
of garbage collection. The an- 
swer is a low-pressure pneuma- 
tic compactor that sells for 
$2,500 (F.O.B. Seattle) and 
compacts garbage to one-fifth 
of its bulk. Since garbage-col- 
lection rates are based on vol- 
ume rather than weight, the 
compactor can help reduce costs 
more than 6046 by permitting 
monthly instead of weekly gar- 
bage pickups. 

Two sources of power are 
needed to operate the machine: 


a 110-volt outlet and an air 
compressor. The air operates a 
nylon-fabric ram which, exert- 
ing only eight pounds per sq. 
in. of pressure, compacts refuse 
at the rate of 45 cu. yds. per 
hour in 40-second cycles. 

No special training is re- 
quired to run the machine. And 
repairs are much less expensive 
than for hydraulically operated 
compactors, heretofore the only 
type available. Seattle Tent & 
Fabric Products, Seattle. Circle 
246 on Reader Service card. 
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Easy-ply Roof Decking | 
is weatherproof insulation, 
a beautiful finished ceiling, 
a tough structural roof deck, 
and one more thing... | 


It’s fast! 


Made in 2’ wide panels. Long edges T&G for quick, snug installation. 

A variety of thicknesses up to 234”. Applies to wood or metal rafter spans 
to 60”. Rigid, light-weight. Easy-ply can be cut effortlessly with 
conventional tools. Stocked at local dealers with a variety of decorative, 
maintenance-free vapor barrier interior finishes. Literature and 
samples, too. Or write Homasote, Dept. H&H-39. 


= homasote Company TRENTON, N.J. 08603 
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start on p. 132 


Lighting 


Wall lantern, for use indoors or out, comes in an antique brass finish 
or black and brass, both with amber glass side panels. Front panel 
lifts out for changing bulbs. Size: 5/2” wide, 31/42” high, extends 612". 
Progress, Philadelphia. Circle 201 on Reader Service card 


Contemporary chandelier, 16” high, 34” in diameter, with six 
arms, is part of new line of fixtures that come in bronze, chrome or 
black finish with clear, opal, white (shown) or amber thumbprinted 
glass. EJS Lighting, Los Angeles. Circle 202 on Reader Service card. 
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Hexagonal gas light is of 18- 
gauge uncoated copper with re- 
movable glass panes. Light is 
23"x36". Three burner assemblies 
are available: triple upright or 
open flame, or with inverted burn- 
er (shown). Arkla Air Condition- 
ing, Little Rock, Ark. 

Circle 203 on Reader Service card 


Spanish lantern of cast alu- 
minum comes in ebony (shown), 
white, hand-rubbed gold or verde, 
verde green and patina gold. Fix- 
tures in series are available as 
post, pier base, bracket, ceiling 
and hanging models. Hadco, 
Littlestown, Pa. 

Circle 204 on Reader Service card 


Fluorescent luminaire, normally surface mounted, can also be 
pendant mounted. The low-brightness steel unit comes 4’ or 8’ long 
and 12” or 18” wide to take two or four 40-watt lamps. Westinghouse, 
Pittsburgh, Pa. Circle 205 on Reader Service card 


Scrolled lantern combines am- 
ber, blue and wine cobblestone 
patterned glass panels with a 
wrought iron frame. Chain-hung 
fixture has a diameter of 11”, is 
23” high and suspends 44”, takes 
one 100-watt bulb. Del-Val, Wil- 
low Grove, Pa. 

Circle 207 on Reader Service card 
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Chain-hung  lanterns are 
available in dark aged brass or 
verde green finish, have amber 
seeded glass panels set in a wire 
cage. Units measure 5/4” square, 
16%” high, can be hung up to 
3012" from ceiling. Thomas In- 
dustries, Louisville, Ky. 

Circle 206 on Reader Service card 
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5,000 dots represent the 5,000 16d nails that one 
man can drive per hour with a Paslode Stallion® 
pneumatic nailing tool. This speed includes time 
to reload the tool with cartridges of nails. You can 
drive 16d common, box, or sinker nails, and coated 
screw-type nails. 


This speed reduces the cost of nailing and shortens 
production time. The Stallions power to drive 
nails straight and tight improves the quality of 
nailing work. Its dependability has been proved 
on the job indoors, outdoors, winter and summer 


...nails per hour 


Its dependability is as great as that of the com- 
panion nailer, the Paslode Gun-Nailer® that drives 
8d and 6d nails. 


The facts are available from Paslode. Write for 
data and where-to-buy information. 


)PASLODE 


COMPANY, DIVISION OF SIGNODE 
8080 McCormick Blvd., Dept. HH, Skokie, IIl. 60076 
In Canada: Paslode Canada Reg'd, Scarborough, Ont. 
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Seamless flooring, of colorful flakes sprinkled between rolled-on 
layers of clear laminating plastic, won’t yellow or fade, needs no waxing. 
It can be renewed by rolling on a new top coat. Flecto, Oakland, Calif. 
Circle 208 on Reader Service card 
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Non-aggregate surfacing is applied by gun, has matte or glossy 
finish. Texture varies from fine to coarse, and patterns—like the splatter 
coat and raked design shown—are contoured on and flattened with 
trowel. Finestone, Detroit. Circle 209 on Reader Service card 
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Rust arrester, applied by 
brush, spray or dipping, reacts 
with rust to form a protective 
coating on metal surfaces. Will 
protect hand tools, free frozen 
screws or nuts, remove stains 
from marble and porcelain. Oil 
Center Research. Lafayette, La. 
Circle 210 on Reader Service card 


Flocking process includes coating o 
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WEATHERIZED 


PLASTIC ES 
CEMENT | 


AUTON: 


N 
THE CtLotex CoRPoRATI? 
TAMPA, PLORIDA 
“tar oF din Wane Coen" 


Weatherized cement can be 
applied in temperatures from 0° 
to 110° F, forms waterproof seal, 
is elastic, won’t erode or blister. 
Cement is recommended for set- 
ting and repairing flashing, gut- 
ters, sills, lintels, skylights, etc. 
Celotex, Tampa, Fla. 
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(left), then electrostatically applied fibers embedded on end to produce 
a seamless suede-finished wall that helps reduce noise. Co-Polymer 
Chemicals, Livonia, Mich. Circle 212 on Reader Service card 


Roof coating for white tile roofs resists mildew, fungus, salt and sun, 
keeps roofs looking new after three years (as shown), reduces costs of 
cleaning and painting. Paint base is chlorinated rubber. Hercules, Wil- 
mington, Del. Circle 213 on Reader Service card 
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DWV fittings 
Sewer and drain fittings 


Pressure fittings 
Insert fittings 
Electrical conduit fittings 
Gas fittings 
Vacuum fittings 
PVC valves 


GTA 
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The Standard of Quality 


If specifications read, “GSR fittings or equal” — you'll get GSR fittings. There simply 
is no equal. Every step in the manufacture of GSR fittings—from initial research 
to final quality control testing—is carried out with one inflexible aim: to produce 
the best plastic pipe fittings in the world. They must meet all government and 
industry standards covering their specific applications. They must be able to with- 
stand the highest pressures and temperatures they will ever face. They must fit pre- 
cisely and, when properly joined, produce strong, leakproof joints. 

Make GSR fittings your standard of quality. GSR fittings distributors carry the 
most complete line of the finest plastic fittings in the world. 


R. & G. SLOANE MFG. DIV., THE SUSQUEHANNA CORP., 
7606 N. Clybourn Ave., Sun Valley, Calif. 91352 
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Why are more 
& more builders siding with Celotex? 


Celotex Hardboard Siding, that is. 


One good reason is our 40-year application, moisture resistance, Hardboard plant, enable dealers 
history of supplying builders with and durability. Shadowcast Siding ^ to meet emergency require- 
top-quality hardboard products. is thoroughly factory-primed on ments for any size project. 

Take famous Celotex Shadowcast® edges and face, allowing you to Ask your dealer to deliver 
Primed Siding. Nothing tops it. wait up to 60 days before finish genuine Celotex Shadowcast 
The key difference in hardboard painting. Back-sealed against Hardboard for your next job. 
sidings is density — and that's moisture penetration. Comes in From then on you'll be on our 
where Shadowcast has proved both lap and panel styles. side, too. | 

superiority. Precise quality control Prompt availability is another 


gives it the toughness and dent reason. Shadowcast Siding is 
resistance of a high density board, stocked by dealers across the 
yet it saws and nails easily. This country. Back-up stocks, in our 

X balanced density provides the warehouses and in the huge new 
ultimate in easy, time-saving centrally located Celotex 


THE CELOTEX CORPORATION 
Tampa, Florida 33607 
Subsidiary of Jim Walter Corporation 
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Bringing You Better Building Products Through Research and Innovation 
Gypsum Products « Hardboard Siding & Paneling » Fiberboard, Urethane & Glass Fiber Insulation + Acoustical & Designer 
Ceilings + Lighting Units e Prepared Roofing e Commercial Roofing € Waterproofing Products « Concrete Joint Filler 
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Tools and equipment 
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Concrete grinder has an 8’ or 12’ flexible shaft designed to reduce 
the weight held by the operator, is powered by a % hp electric motor 
or a 3 hp gas engine, can be used for dry grinding or wet rubbing. 


Stow, Binghamton, N.Y. Circle 214 on Reader Service card 
‘ : 
f 
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Concrete saw is compact but 
maneuverable, powerful (18 hp) 
but low priced. Four-wheel sus- 
pension aids in straight-line cut- 
ting, maximum weight over blade 
resists riding up, dashboard con- 
trols are convenient. Champion, 
St. Louis, Mo. 

Circle 218 on Reader Service card 
m 
—— 


Luna 
——Mem, 
RÀ Mn 


Hammer-actuated fastener, 9" long and only 4% lbs., uses non- 
cartridged pellets to drive fasteners up to 3" long into steel or concrete 
with little noise. Will not dropfire. Three powers of pistons include? 
Olin, New York City. Circle 215 on Reader Service card 


Air hammer weighs less than 2 lbs, can be held in one hand for 
getting into tight spots, will drive nails up to 414” long. Any 24 hp 
compressor will power the tool. Aerosmith Tools, Visalia, Calif. Circle 
216 on Reader Service card 
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ncher has single lever control, will dig from 
18" wide and 24" deep to 4' wide and 60" deep at up to 1500' per hour. 
Also available: a backhoe that digs up to 8'4" deep with separate 
controls. Davis, Wichita, Kan. Circle 217 on Reader Service card 
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Earth compactor with 23" 
wide steel plate packs 4,200 Ibs. 
of force at up to 4,400 vpm, op- 
erates at 370 lbs., travels at up to 
90’ per min. over soft or rough 
ground. Choice of three manufac- 
turers’ 6 hp engines. Kelly Indus- 
trial, Beresford, S. Dak. 

Circle 219 on Reader Service card 


Fastening gun, using heavy-duty powder-piston, fires self-ejecting 
color-coded 25 cal. cartridges at under 270 fps velocity to drive pins 
and studs up to 3” long with metal or plastic guide washers. Impex 
Tool, Cedar Grove, N.J. Circle 220 on Reader Service card 
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Accent your homes 
with Harris Bond\Wood 


HADDON HALL, AS SHOWN, IS THE NEWEST OF MANY BEAUTIFUL BONDWOOD® PATTERNS, APPROX. 80¢ SQ. FT. INSTALLED; OTHER PATTERNS FROM 50¢ UP. 


This 5’ x 10’ foyer cost $40— installed! 


HARRIS HARDWOOD FLOORING 
PARQUET * COLONIAL PLANK * STRIP * STAIRWORK 


laid floors in the U.S.A. specify BondWood®. There’s 
a pattern for every budget. L 
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Here’s a different way to make your homes more ig 1 
: : : ; Harris Manufacturing Co. 

valuable without adding any Bust Pick just n area ] Dept. HH-39, Johnson City; Tennessee 37601 ! 

—foyer, hall, den, playroom or kitchen—and install | Please send information on BondWood® Floors. | 

BondWood® parquet. The resulting splendor will | GQ Haddon Hall | 

ES ie | [Other Custom Designed Wood Floors | 

catch the fancy of even the "hardest-to-close" cus- | | 

: E N HE Se ie E ER 
tomers! Choose from rich domestic hardwoods or | wie A | 
, ompany. 

from rare imported woods such as Guiana Teak, jx. | 

Panga-Panga or Brown Rhodesian Teak, all %e” thick | eity Er Zip | 

and ingrained with lasting elegance. For the best | Since 1898 

| l 
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First really new 
electrical 

convenience 
in years! 
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Electrac 
by Kirsch 


Operates draperies electromagnetically. 
No cords, wheels, gears or separate motors. 


Electrac is the best thing that's happened for builders 

since built-in kitchen appliances. When she holds the switch 

and watches the draperies silently glide open, it's the 

finishing touch that can help you close more new home sales. 
You can have Electrac wiring built-in, or sets can be plugged 

into existing outlets, for any expanse of window. And fora 

cost that's much less than you might guess. For full information, 

write Kirsch Electrac, Dept. BF-369, Sturgis, Michigan 49091. 


*Hidden from view, this power capsule glides along the inside 
rear of an Electrac rod, operating draperies as it goes. 
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Visual control chart has ribbed clear acrylic face over printed 
background with colored strips and signals. Chart will control up to 
120 projects. Two sizes: 50"x40" and 40"x25". Visual Control, 
Wheaton, Ill. Circle 228 on Reader Service card 


Proportional V scale provides one-step scaling up to 15" without 
intermediate measuring. All-vinyl instrument can scale drawings and 
photos directly in percentage or fractions. Graphicraft, Westport, Conn. 
Circle 229 on Reader Service card 
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Table-top copier, only 20” wide, 26” deep and 18” high, requires 
no warm-up period to produce copies at the rate of 11 per min., will 
handle material up to 8/2”x14” in automatic runs of up to 15 copies 
each. Xerox, Rochester, N.Y. Circle 230 on Reader Service card 
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FNE ALUMINUM BUILDING PRODUCES 
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money talks 


More Hilite windows are used by Western builders, 
large and small, than the next two major producers 
combined (or the next three, far as we can determine!). 

That tells its own story, doesn't it? It's hard to argue 
with that kind of success. 


The builders market throughout the West, homes and 
apartments, is thoroughly, overwhelmingly sold on 
Hilite windows. 


It'S obvious that you don't enjoy such emphatic ap- 
proval from hard-headed builders without good reasons. 


For example, Hilite offers these (and more), others 
have only one or two of these important features: both 
convertible and reversible; AAMA hurricane-approved; 
fin-seal weatherstripping; triple plated steel parts; 


Divisions and Subsidiaries of RUSCO INDUSTRIES, INC. 


ADOR/HILITE Fullerton. California Aluminum Doors and Windows 
LOOK/HILITE Millen, Georgia Aluminum Doors and Windows 


deeper interlock; longest nailing fin; a/ways anodized; 
four adjustable rollers; triple latch lock; adjustable 
handle; reinforced vent corners; and we could name a 
dozen more. So much more quality, so much simpler, 
faster installation. 


So talk money with your Hilite dealer. It seems to be 
a profitable conversation for builders. 


hrs 


ADOR/HILITE 2407 W. Commonwealth Avenue, Fullerton, California 92633 
MAJESTIC/HILITE 6270 East Evans Avenue, Denver, Colorado 80222 
Division and Subsidiary of Rusco Industries, Inc. 


HARVARD MFG. Bedford Heights, Ohio; Benicia. California Metal Bed Frames 
RUSCO/FINANCIAL Los Angeles, California Financing 


MAJESTIC/HILITE Denver, Colorado Aluminum Doors and Windows SPERLING MANUFACTURING Glendale, California Precision Machining 


RUSCO/STEEL Pandora, Ohio Steel Doors and Windows 
RUSCO/CANADA Toronto, Canada Steel Doors and Windows 


KHOURY BROS. /ron Mountain. Michigan Furniture 
RUSHELL SYSTEMS Los Angeles California Personal Identification Systems 


Made of quality Reynolds Aluminum 
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O LIVER ROUSSEAU HOMES, with over three quar- 
ters of a century of quality home building experi- 
ence, proudly presents its newest planned residential 
community, PLEASANTON MEADOWS. Situated in the 
beautiful Amador Valley, just freeway minutes from major 
centers of every nature and importance. 


Home owners in Pleasanton Meadows live on secluded 
streets and cul-de-sacs amidst the beauty of a 10-acre 
community park. Three, four and five bedroom homes 
featuring the latest in interior and exterior designs and 


quality features provide real family living. 


Each home is totally equipped with the newest Westing- 
house appliances. You can be sure... if it's 


Westinghouse! 


See 8 Furnished Model Homes 


Your choice of many floor plans and exteriors. 


from $27,400 


danin 


LIVER ROUSSEAU HOMES 


These outstanding features are included in 
the price of your Pleasanton Meadows home. 


© Air Conditioning 


e Membership in Cabana 


& Swim Club 


e Family Room Fireplace 


AREA CODE 
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* Wall-to-Wall Carpeting 
* Shake Roof 


* Electric Dishwasher, 
Range & Oven 


LASANTON 


SUNOL ROAD 


415/ 846-3264 


Pleasanton Meadows 


DIRECTIONS: 

Go east on U. S. 
50 3.2 miles 
past Interstate 
680 intersection 
to Santa Rita 
Road-Tassajara 
Road turnoff in 
Pleasanton. Go 
south 1 mile on 
Santa Rita Road 
to Pleasanton 
Meadows model 
homes. 
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“Its a breeze’ 
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Save up to 50% with 
electric air conditioning. 


In Southern California, the de- 
mand for air-conditioned homes 
is up. Way up. One reason: People 
are more aware of air-conditioned 
living. Many enjoy it where they 
work. Others live in air-condi- 
tioned apartments. Besides, people 
are more concerned about the 

air they breathe. They want 

a system that removes dust, 

dirt and pollen. 


If people want air conditioning, 
why not give it to them? And 

in Southern California, 9 out of 
10 whole-house air conditioning 
buyers choose an electric system. 


Low cost units make it possible 
for you to include electric air 
conditioning in homes in all 

price ranges. Plus an electric 
system costs up to 505 less to 
install than other types. 


Edison will help you with the 
planning. We're also helping you 
with big, full-color ads in Life, 
Look, Sunset and newspapers 
promoting electric whole-house 
air conditioning. 


Anything else we can do? Just call. 


LE 


Southern California Edison 
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Hammering Home 
Points... 


We'd like to point out the fact that CF&I makes the 
best nails money can buy. Not only that but we make 
it a point to give you a wide variety of different types 
of points, each designed for a particular purpose. A 
pointer to remember on point picking is that a sharp 
point is more likely to cause splitting but its holding 
power is greater because there's less distortion of the 
wood fibers. CF&l gives you diamond, blunt, chisel; 
needle, side, semi-side, duck bill, and pointless points 
to solve specific nailing problems. 

Of course, there are other important points such 
as the head, shank, finish and size to consider in 
choosing the right nail for an application. Here’s the 
choice CF&I offers. Heads: flat, oval, cupped, coun- 
tersunk, flat countersunk, oval countersunk, brad, 
flooring brad, checkered, diamond, hook, scaffold, 
umbrella, dished, numbered, lettered, and headless. 
Shanks: plain, barbed, screw, ring, crenelated, and 
fluted. Finishes: bright, annealed, blued, cement 
coated, acid etched, hot tumble galvanized, hot dip 
galvanized, and electro galvanized. 

Buy chemically-cleaned CF&I nails in 5, 25*, and 
50” pound cartons. Get the point? 

Sales offices nationwide. CF&I Steel Corporation, 
Denver, Colorado. 


*parallel packed 
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WHY NOT' Gaffers & Sattler builds "em like 
fine furniture. Eloquence would grace any Living 
Room, complement any cabinetry...The most 


glamorous appliance yet from the Gaffers & 
Sattler showcase of fine products. Ele- 


gant design and advanced engineering 
concepts make the Eloquence the master- 
piece of built-in beauty, combining 
g S every modern convenience with the 
added assurance of the renowned 


Gaffers & Sattler seal of superior quality. Even 
MARCH 1969 


if you wouldn't put an Eloquence in the Living 
Room, its beauty will feel right at home with 
any kitchen cabinet line! Other great G & S 
sophisticates—dishwashers, refrigerators, dispos- 
ers, hoods, drop-in ranges, water heaters, plus 
heating and air conditioning. 


4851 so. ALAMEDA, LOS ANGELES, CALIF. 90058 
...AND IN MOST MAJOR WESTERN CITIES. 


Your life-long partner in Exciting Living. 
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A message to those Americans 


who dont happen to think 
the land of milk and honey 


is going all sour. 


Our country is in a strange mood 
these days. 

Uncertainty surrounds us. 

So what can you do about it? 

Well, first of all, maybe you 
should take a long, hard look at 
this country of ours. Maybe we 
should look at our healthy side as 
well as our ills. 

And maybe, just maybe, you'll 
find we're not all that bad. 

Sure we have our problems. 
And they're not going to go away 
if you just stand along the side- 
lines as a spectator. 

But they might start to go away 
if you seriously want to do some- 
thing for your country. 

AU.S.Savings Bond is one. g 


way. Let’s say you fork over 


cash. Through a Payroll 


a Bond that’s worth 
$25.00 in just 7 years. M 
If you did that every ki 
month you'd stash 
away quite a nest egg 
for yourself. 

And so would your dinie, 

Your country would be economi- 
cally stronger to find remedies for 
some of the headaches we have. 
While it’s preserving something 
called freedom. 

Something that’s hard to appre- 
ciate. Until you lose it. 

Savings Bonds now have a new 
high interest rate of 4/470. And 
buying them gives you the privilege 


of also buying the even higher 


interest 5% Freedom Shares 


À in combination. 


$18.75 of your hard-earned i d 


However you look at it, it 
simply makes a lot of sense 


Savings Plan where you 4 : 2 to invest in your country. 
í = 

work, or at your bank. T After all, it's the only 

That will give you or Been fs we d ms country you’ ve got. 


Take stock in America 
Buy U.S. Savings Bonds & Freedom Shares 


gj The US, Government does not pay for this advertisement, 
O | itis presented as a public n with The 
VAS Deparimentol he Traman and Tho Aduertios Council 
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Fireplaces 


Wall-hung fireplace requires no chimney or vent, plugs in to operate 


firelogs with or without forced-air heater with thermostatic control. 
Available in white, red or black with optional decoration. Fasco Indus- 
tries, Rochester, N.Y. Circle 231 on Reader Service card 


Conical firehood is now avail- 
able with a 45” hearth opening, 
plus the 30” and 38” models. 
Freestanding unit vents through 
roof or chimney, may be wood or 
gas-fired. Nine porcelain colors 
plus matte black and copper. Con- 
don-King, Lynwood, Wash. 

Circle 232 on Reader Service card 
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Freestanding unit now can be 
ordered with a solid base or three 
legs. Base incorporates an ash 
drawer. All models are red, white, 
gold or matte black. Natural and 
LP gas models also come in avo- 
cado and copper. Majestic, Hunt- 
ington, Ind. 

Circle 233 on Reader Service card 


New products continued on p. 154 


Quick Henry, 
the prints! 
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If you need quick copies, stop 
waiting and start saving with 
the Blu-Ray 146 whiteprinter. 


With the Blu-Ray 146 semi-automatic, diazo printer-developer, 
you make check prints on-the-spot—fast and cheap—much 
cheaper than sending out for blueprints. 

The table-top 146 is inexpensive to buy, yet a rugged per- 
former that will work for you all day long. It’s the sturdy, quality 
machine in the compact whiteprinter field and backed by 
Blu-Ray’s exclusive 1-year warranty. 

Anyone (even Henry) can operate the table-top 146, just set 
it up where it’s handiest and its 47" throat will take up to 46-inch 
wide prints and expose and develop them sharply for 1c per 


Sq. ft. 
ALY RAY 3724 Westbrook Road 


Send today for Free 
Essex, Conn. 06426 


brochure and/or a 
INCORPORATED Phone (203) 767-0141 


demonstration by 
one of our 600 
dealers coast 

to coast. 
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NEW ... for Cement, Masonry, Flagstones 


Not a dye; not a paint 


€ For concrete, cement, all masonry surfaces 
inside or out . . . basement floors, walks, 
sfeps, patios, sun decks. 


1 

€ Resists moisture and abrasion, will not — 

crack, peel, or scale, Detergents and bever- 

ages will not mar the finish. It is alcohol- 
proof. 


O Easy to apply with brush, roller, or spray 
- . + great covering power. Provides a 
vniform flat finish. 


€ Eight colors: Mint Green, Brownstone, Brick . 
Red, Quarry Gray, Evergreen, Cobblestone 
Gray, Sandstone, Pipstone Red . . . plus 
White and Black. 


SAMUEL CABOT INC. 


330 S. Terminal Trust Bldg., Boston, 
Mass. 02210 


Please send color card and information on 
| Cabot’s Cement Floor Stains. 
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Electrical equipment 


BUILDER PRODUCTS DIVISION 


SYSTEM 
ACTIVATED 
SYSTEM 


Jacuzzi builds its famous Whirlpool Bath right into a 5 or 6 foot col- 
ored, contoured tub. And it installs like any other tub. Your next 
project is sure to be a faster seller when you include Roman luxury 
by Jacuzzi. Write us for details. 


JACUZZI RESEARCH, INC. 


Dept. BA, 1440 San Pablo Ave., Berkeley, Calif. 94702 
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2 MEN CAN LIFT WALLS 
INTO PLACE IN 5 MINUTES WITH 
FESROCTOR WALL JACKS 


Security control panel for home or apartment intrusion system 
includes an on-off switch, an alarm re-set and a pilot light that tells if 
the system is operating. Emerson, St. Louis. Circle 221 on Reader 


, 
Walls up to 75' long or more, Service Gard 


including glazed sash and 
siding, can be raised and 
positioned quickly and 
safely, without risk to work- 
men, in just a few minutes. 
There's no other method so 
simple, so safe, so fast, so 
inexpensive. Thousands in 
use throughout the U.S. 
Order today. 


Only $160 per pair, 
plus freight 


mn 
Combination device, includ- Mobile power unit supplies 
ing an outlet, has a quiet switch electric power for tools or flood- 
and a neon pilot light that tells lights and provides heat from a 


O when switch is on. One of a line flameless 45,000 BTU hot water 


GUARANTEED 


If your dealer of nine heavy-duty combination furnace. The 6500-watt generator 
AL E devices available in brown or operates on gas or propane. All 
EL ivory. Eagle Electric, Long Island steel body is 6’ x 4’ x 30" deep. 
Y City, N.Y. Holtkamp, Centralia, Ill. 
RO C TO n] Circle 222 on Reader Service card Circle 223 on Reader Service card 
PRODUCTS CO., INC. 
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Be a winner... 
not a loser 


If youre building apartments, were both 
losers if you dont check the advantages of 
using Float-Away metal bi-fold closet doors. 


We know you expect us to have the best and 
most beautifully styled metal bi-fold steel door 
line on the market. We’re not immodest, but 
we do. Where you really gain is in our 
apartment house system. Check with us if you 
have ever been bothered by 

* Irregular openings (in height or width) 


[Pete 


y : : 4 SHELVES 
* Excessive handling at the job site Add sales: Only Floaf-Acdust 
" . d s shelves offer your customers 
High installation costs splinter-free beauty PLUS 
, the strength of heavy gauge steel. E 
Since we at Float-Away are the apartment Save installation time: Shelves © 
End are factory finished and installable in 
specialists, there are many other advantages minutes . «with or without rods, 
Saves shipping costs. Order shelves with 
to offer. Float-Away Doors for minimal freight charges. 


Talk to us or we're both losers. 


Write us on your letterhead: 


FLOAT-AWAY' 


COMPLETE CLOSET SYSTEMS 


Department HH-13, 1123 Zonolite Road, N.E., Atlanta, Georgia 3O3O6* Phone (404) 875-7986 
MARCH 1969 Circle 124 on Reader Service card 
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ANOAMEUNG 
ROTOLITE’S MARK II . . 100% FASTER 


Whiteprints (Blueprints) for 1'4c per sq. ft. 
with always dependable Rotolite. More speed 
is only one benefit. Look at the others. 


1. Newest circuitry and design gives 100% 
faster printing speeds—faster- sepias, too. 
2. Auto-Start Lamp and reverse switch. 3. 


Send for free 


VACU-FLO ammonia system (optional) sends E nb 
only the vapor into the machine — not liquid. your letter- 


head and send 
directly to us 
for FAST re- 
sponse. 


Eliminates daily handling. 4. Makes sepias, 
black line and foils, without turning them 
over. 5. Prints and develops in one unit. 6. 
Makes prints up to 42" wide by any length at 
dramatic speeds. SEND FOR FREE INFORMATION. 


OTHER MODELS 
FROM $129.50 


ofolife SALES CORP. 


82 328 ESSEX STREET, STIRLING, N. J. 07980 TEL.: (201) 647-1040 
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Becker Manufacturing, a leader in decorous 


theme accents in lighting... nautical, frontier, early 
American, Gay 90's, New Orleans and Spanish styles. 
It's at Becker where quality and design meet. 


Write for our full color catalog 

Becker Manufacturing Co., Inc. 
P.O. Box 2277, 

City of Industry, California 91746 
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Electrical equipment 


Decorative moulding is designed to carry coaxial cable TV lines, 
security and intercom circuits along apartment hallways so lines can be 
serviced without entering units. Wood grains included in 64 colors. 
TelePrompTer, New York City. Circle 227 on Reader Service card 


Lu E 

Compact connector can be 
quickly installed without compli- 
cated splicing or special tools, fits 
several cable and conductor sizes 
and is watertight. Moulded neo- 
prene material is not affected by 
sunlight or direct burial. Joy, New 
Philadelphia, Ohio. 
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Circuit interrupter protects 
against damage or injury from 
unintentional grounding by un- 
detected — line-to-ground faults. 
Small portable model shown can 
be used for power tools in tem- 
porary locations. Pass & Seymour, 
Syracuse, N.Y. 
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Decorator plates, in many sizes and combinations of switches and 
outlets, are clear plastic that snap over a gold insert. Inner plate can be 
painted or covered with paper or material to match wall. Tap-Lite, 
Chelsea, Mass. Circle 226 on Reader Service card 
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At Ruskin Place, 7 Maytags 


average 300 loads a week with not 
one repair in 15 months, 
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“If we had it to do over, we’d have only Maytags,” 


Ruskin Place is a new garden apartment 
complex of 104 units in Kansas City, Mis- 
souri. Luxury facilitiesinclude a clubhouse, 
heated indoor-outdoor pool, sauna bath, 
party room, and two brands of washing 
machines. Seven of these are Maytags. 

Writes the Manager, Mrs. Bonnie 
Eicholz: “There is no comparison with 
Maytags and the other machines on repair 
costs. Not one cent has been spent for 
parts, even though the Maytags have had 
heavier use. 

We haven't had a single repair since the 
Maytags were installed 15 months ago. The 
other brands of washers all have cost as 
much for repairs as the money they take 
in. The Maytags are ticket-operated, which 
means no problem with making change, 
pilferage, and vandalism. If we had it to 
do over, we'd have only Maytags.” 

The tenants also seem to prefer the 
Maytags. According to Mrs. Eicholz, “4 out 
of 5 families use the Maytags. In some 
cases, people walk a block to get to them. 
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writes Mrs. Bonnie Eicholz. 


They like the big tubs. And Maytag gets 
the sand out of children’s clothes, doesn't 
leave it in like the other machines.” 

We don't say that all Maytags will equal 
the record that Mrs. Eicholz has enjoyed. 
But dependability is what we try to build 
into every Maytag Commercial Washer 
and Dryer. 

If you are interested in finding out more 
about Maytag dependability, contact the 
local Maytag route operator or just fill in 
and mail the coupon. 


lu rci pc c “a 
THE MAYTAG COMPANY 

| Advertising Dept. HH-3 | 

| Newton, Iowa 50208. | MAYTAG | 


THE DEPENDABILITY PEOPLE 


| GENTLEMEN: Please rush me full information on the de- | 


| pendable Maytag-Equipped Laundry package. | 
| Name | 
| Address | 
| city State | 
[ue cote Poms a >] 


NEW LITERATURE 


PPG OPEN HOUSE/USA 


A pictorial tour of exciting new homes across America 


For copies of free literature, circle the indicated 
number on the Reader Service card, p. 147 


COMPACT KITCHENS. To mark manufacturer’s 
40th anniversary, over 40 models are featured in 
a 20-page full color catalog that details progress 
made in engineering full kitchen facilities into 
single units for apartments and retirement hous- 
ing. Included is information on one-piece seamless 
porcelain countertops, rollout shelves for refrigera- 
tors and ease of mechanical servicing. Dwyer 
Products, Michigan City, Ind. Circle 302 on 
Reader Service card 


pl: RPL LTRS 


An armchair tour of today’s market-proven ideas 


Most builders constantly borrow ideas from 
other builders’ successful houses and apart- 
ments. For the busy builder who can’t take 
the kind of coast-to-coast housing tour he’d 
like, here is a new book that is like an in- 
stant look at dozens of outstanding projects 
around the country. 

This pictorial tour takes the reader from 
the West, where many of the newest ideas 
in housing originate, to the Northwest, the 
Southwest, the Midwest, the Mid-Atlantic 
area, New England and the South. Each 
area is well organized and illustrated with 
handsome full color photography. 

Some of the ideas covered are well estab- 
lished trends shown in a variety of fresh new 
ways. More recent innovations include patio 
kitchens and garden baths. But even though 
familiar, the examples are valid because, 


DECORATOR PANELS. A four-page full color 
folder illustrates new line of translucent plastic 
panels in four patterns, one with a leaded look, 
embossed on both sides. A selection chart includes 
various colors available in the three sizes offered. 
Also included is information on filigree screens and 
their various applications, as well as instructions 
for assembly. Masonite, Chicago. Circle 303 on 
Reader Service card 


ADJUSTABLE SHELVING. A system of storage 
shelving, originally from Sweden, is explained in 
a 28-page two-color catalog that gives guidelines 


unlike other books that concentrate on ex- 
pensive and difficult to duplicate custom de- 
signs, the majority of these houses are in 
successful built-for-sale-or-rent projects with 
an average price of $35,000. 

The focus of the book is on the expan- 
sion of living—toward the outdoors and in- 
side. Since this involves the use of windows 
and glass, most of the 66 drawings and 83 
color photographs show interesting uses and 
treatments of windows and mirrors, and a 
short guide to various types of glass now 
on the market is included. 

So if your air travel card is delinquent, 
or you are busy building your spring 
models, this book will give you a more in- 
clusive tour than you could ever plan your- 
self. Pittsburgh Plate Glass, Pittsburgh. Cir- 
cle 300 on Reader Service card 


for efficient storage planning and includes tables 
of required shelf distances and weight capacities 
of the wood shelves. Drawings illustrate the inter- 
locking principle, material specifications are given, 
and a complete catalog of standard parts and ac- 
cessories is included. Lundia, Myers Industries, 
Decatur, Ill. Circle 304 on Reader Service card 


WHEEL LOADER. A 20-page booklet describes 
the features of a new 130 hp 23,000-Ib. machine, 
its many uses and wide range of attachments. 
Caterpillar, Peoria, Ill. 61602 
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Why do builders choose 
&inowkERrorp enclosures? 


Homes and Apartments move faster 
when women approve your bath- 
rooms. And women love patented 
Showerfold tub and shower 
enclosures because they're 
beautiful, safe, and real work 
savers. 


They fold to less than 10 inches, 
allowing complete access for easy 


entry, bathing children or cleaning tub. Closed, they keep 
water inside where it belongs. The flexible panels wipe clean 
with a damp cloth. They will not mold or mildew. Safe! 
Can't crack, chip, shatter or break. Lifetime replacement 
guarantee on panels, too. 


Showerfold gives bathrooms a beautiful, spacious appearance. 
Choose from decorator panel colors. Trimmed in gold or silver 
anodized aluminum with bright or satin finish. 


Budget-matched. A complete range of sizes and styles provides 


product in every price range. 82 models in all. Write for 
free literature. 


cx 
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SHOWERFOLD DIVISION 


KINKEAD 


END ‘Serer ii fis: 
® INCORPORATED 


5860 N. Pulaski Road, Chicago, Illinois 60646 
12601 Western Ave., Garden Grove, Cal. 92641 


SE ES SOE 


a 


ee 


A. Patrician tub/shower enclosure — 
moderately priced value leader. 


C. Tiara center-opening double door 
tub/shower enclosure with wood 
grain accent —for luxurious homes. 


sar 


B. Empress tub/shower enclosure — ^ p, Corinthian corner enclosure — 
finest quality for deluxe installa- ^ wall covering, floor and door for 
tions. second bathrooms. 
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Six outsides and 
seven insides. 
That makes 

at least 72 
different 
DeLuxe Homes. 


12? 


Who says factory built houses all look alike? 
Every DeLuxe Homes outside adapts to 
every DeLuxe Homes inside. For a starter, 
that’s 42 different homes. Then add a 

back porch, a front porch, garage or carport. 
Any or all. That’s at least 72 custom built 
possibilities we can offer. Now you add a few. 
Like stone or brick exterior. Like fireplaces. 
The possibilities are endless. 


li == ==> = | 
eor mm —=>: About 32% of all new home construction this 
Me Li = jai p E i e year will be factory built. Homes you could 


be selling with very little effort for a very nice 
profit. Now you can offer the variety the 
buyer wants. DeLuxe Homes variety. Find out 
how you can profit by selling DeLuxe 
Homes. Call collect for an appointment, 
or mail coupon. 


DeLuxe Homes, Inc. 


P. O. Box 323 Berwick, Pa. 18603 
Phone: 717-752-5914 


DeLuxe Homes, Inc. 
Berwick, Pennsylvania 18603 


Gentlemen: 


Please send full information concerning your DeLuxe 
Homes “Profit Plan.” 


Name 


Title 


Name of Company 


BLUE NT Street 


| on mm Tums) 
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Five Salesmen 
in this room 
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YOUR GUARANTEE 
OF QUALITY. 
LOOK FOR IT! 


and each one can cost you next to nothing 


That's right. Those beautiful beams are not wood, but revolutionary new Lite- 
Beams, authentic polyurethane reproductions that cost only Y as much to 
install, and defy comparison with wood — even from only inches away! 


What does this mean to you? 


PLENTY! 


It means you can add buyer-creating exposed beams to any house at a cost to fit 


in any price. 


And now you can take advantage of our SPECIAL OFFER: A competitive low price 
if you act NOW. Simply fill out the request for quotation and send it in immedi- 
ately to discover just how much LITE-BEAMS can mean to your sales and profit 


picture. 


LITE BEAMS /division of Am-Finn Sauna, Inc. 
Haddon Avenue & Line Street, Camden, N. J. 08103 


Name 


Address 


Project Name 


Project Address 


Number of units per year 


Length(s) of beams required 1. 


Total footage per unit 


Number of each required 
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A management newsletter 


For the independent businessman, the pro- 
fessional, the owner or partner in a small 
company, there is anew McGraw-Hill news- 
letter. It is being published by the editors 
of BUSINESS WEEK, which long has had a 
policy of limiting subscriptions to men of 
proven executive responsibility in larger cor- 
porations. Material is provided by the 
worldwide staff of BusiNEss WEEK, some 
200 experts in statistics, economics, politics, | 
investments, labor, management and tech- 
nology. Put out fortnightly, each eight-page 
issue gives up-to-the-minute news, informa- 
tion and advice on such topics as the stock 
market, taxes, legal matters, health, retire- 
ment, real estate and contributions. A year's 
subscription is a tax deductible $36. For a 
free sample, circle 301 on Reader Service 
card. 


STEEL PIPE. The versatility of steel pipe is dis- 
cussed in detail in a two-page publication, A draw- 
ing shows typical roughing-in for a bathroom 
installation. Various uses—plumbing networks, 
sprinkler systems, snow-melting operations, stair- 
way supports and handrails—are described, Ameri- 
can Iron and Steel Institute, New York City. 
Circle 306 on Reader Service card 


COPPER ROOFS. Three four-page bulletins de- 
scribe attractive uses of copper, brass and bronze 
in contemporary roofing. One bulletin covers fas- 
cias, another, standing seam roofing and the third, 
batten seam roofs, All are illustrated with photo- 
graphs and drawings. Copper Development Assn., 
New York City. Circle 307 on Reader Service card 


MASONRY TIES. The properties, uses and ap- 
plications of continuous rectangular ties for cavity 
walls, composite walls and masonry veneers are 
discussed in a technical data sheet, Sample in- 
stallations are shown in charts. Included is a com- 
parison of metal-tied vs. header-tied walls, Dur- 
O-Wal National, Cedar Rapids, Iowa. Circle 308 
on Reader Service card 


AUTOMATIC MARKER. A specification sheet illus- 
trates a marking wheel and its use in setting studs, 
rafters, joists, roof trusses and other components 
without time-consuming measuring and squaring. 
Timber Engineering, Washington, D.C. Circle 309 
on Reader Service card 


PRECAST FRAMING AND DECKS. The use of 
precast units in a small dormitory to save con- 
struction time over pour-in-place concrete is de- 
tailed in a bulletin that includes complete cross- 
sectional drawings and plans. Exterior and interior 
photographs show exposed structural frames used 
decoratively or with facings applied. Flexicore, 
Dayton, Ohio. Circle 310 on Reader Service card 


(Note: Lite-Beams available in 8-10-12-14-16-18-20' lengths) 
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A 
These/are strong words, alright. 
Butethey are being Said about 
the Strongest people in the 
water pollution control busi- 
Messi. . . LYCO SYSTEMS. 
^. Lyco is a dynamic |compan 
P ‘with fresh,-imaginative idéas 
about [sewage treatment. For 
example, Lyco| extended 'aerd- 
tion sewage systems provide 
"precise air late sellectio 
2cfm".| This hnique 
offerB a morb aceu 
f air Bupply to orgé 


systems have 
aving ideas. : 
building fiel ei ed 


39 obera- 3 
¿500 

0,000 

means Lyc 


an design al 
for your uses. 
all on Lyco to solve 
oval sewage problem . . e.. 
yoncept to completion. : 
handwriting is^on-the- l. 
xl... For efficient, economi- 
ál water pollution control, 
get the «betten Spwage treat- 
ment or pumpiné*equipment. 
Go with Lyco,.the "Underground 
Agent for Water Pollution 
Control". 
Performance ahta certirica 
by the National Sanitation 
Foundation is available on 


request. 


P d 
^ 1 


P203 Box 569, Williamsport, Pa. 17708 
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BERGER CONVERTIBLE TRANSIT-LEVEL MODEL 320 


Keep the lid on 
building costs 


—with the instrument of “101” uses 


Which Berger is hest 


for your needs? 


(Not shown: Model 500 Optical Plummet 
Transit-Level. Same specifications as 
#320 but with optical plummet. $310.*) 


€ 
18” PROJECT LEVEL. Model 480. 33- 
power coated optics. With horizon- 
tal circle and 5 min. vernier. 
$310.00* 


= 


HEAVY DUTY 12” DUMPY LEVEL. 
Model 150. 25-power coated optics. 
$170.00* 


== 
ES 
X 
e ZA 
SPEED-A-LINER BUILDER’S TRANSIT- 


LEVEL. Model 200A. 20-power optical 
system. $129.00* 


= 
ES 


SPEED-A-LINER DUMPY LEVEL. Model 
1904. 20-power internal focusing tel- 
escope. $85.00* 
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didas | 


The more building jobs you can do with a single instru- 
ment, the easier it is to keep costs down. That's why 
Berger's Convertible Transit-Level (Model 320) is really 
custom made for these days when construction costs 
keep soaring and nibble away at your profits. 


The Berger Convertible meets building challenges 
from measuring angles, extending lines and setting 
forms to aligning structural steel and establishing 
grades for streets. It does these and scores of other jobs 
fast and accurately —the insurance you need to protect 
against costly “do-overs.” And like every Berger instru- 
ment, it’s manufactured right here in our Boston factory. 

For its moderate price you get big instrument fea- 
tures like a 22-power telescope with coated lenses that 
focuses 3 ft. to infinity, horizontal circle and vertical 
arc with double vernier reading directly to 5 min., plus 
all the other features and superb craftsmanship for 
which Berger has been known since 1871. See the 
Berger Convertible... get the feel of it, at your dealer. 
Or mail coupon for full information. BERGER IN- 
STRUMENTS, A Div. of KMS Industries, Inc., 53 
Williams St., Boston, Mass. 02119 


ES ERG E- R 
----ENXUTEIZIZETS...- 


BERGER INSTRUMENTS 
53 Williams St., Boston, Mass. 02119 
Send complete details on: 


O Master Builder Convertible — [7] Heavy Duty 12" 
Transit-Level $230.* Dumpy Level $170.* 


O Optical Plummet O SPEED-A-LINER 
Transit-Level $310.* Transit-Level $129.* 


O 18" Project O SPEED-A-LINER 
Level $310.* Dumpy Level $85.* 
*All prices F.0.B. Boston, include carrying case and plumb bob. Tripod extra. 
NAME 
(PLEASE PRINT) 
ADDRESS 
CITY. STATE 4] 
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starts on p. 158 


PLASTIC LAMINATES. General information on 
the use of laminated plastics, their assembly, types 
of adhesives and core materials, and waterproofing. 
Specifications include grade, thickness, thickness 
tolerance, available widths and lengths, finishes 
and recommended applications. Westinghouse 
Micarta, Hampton, S.C, Circle 320 on Reader 
Service card 


WALLCOVERINGS. Fifteen foil and flock wall- 
paper floral and traditional designs are shown in 
a four-page booklet. Also illustrated are two mural 
patterns. James Seeman Studios, Garden City 
Park, N.Y. Circle 321 on Reader Service card 


SUBMERSIBLE PUMPS. A catalog describes 
37 submersible pumps with capacities from 600 
to 24,900 gal. per hour, plus self-priming, self- 
powered pumps, Included is a guide of typical 
pump applications and information on how to 
select the correct size and type of pump. Also 
included are detailed specifications and a descrip- 
tion of manufacturer's other catalogs. Kenco 
Pump, Lorain, Ohio. Circle 322 on Reader Service 
card 


TILE ADHESIVES. Recommended specifications 
for asphalt and vinyl asbestos tile adhesives. Three 
types of adhesives are covered: water emulsion 
asphalt, cut-back asphalt and water-based latex. 
Included are requirements for uniformity, storage 
stability, spreadability, odor, consistency, drying 
time, bonding strength, alkali resistance and re- 
tension of volatile solvents. Asphalt and Vinyl 
Asbestos Tile Institute, New York City. Circle 323 
on Reader Service card 


CARPET CALCULATOR. A circular computer has 
a revolving wheel that gives exact carpet specifica- 
tions for a particular use, including the proper 
weight and density for wool, nylon or acrylic 
fibers. Information is used to choose the proper 
pile height and number of tufts per sq. in. for the 
use specified. Dow Badische, New York City. 
Circle 324 on Reader Service card 


FIRE-TESTED INSULATION. A single sheet de- 
scribes a fire test conducted on an 8" concrete 
masonry wall filled with vermiculite, gives a chart 
of temperatures during the test, and includes re- 
quirements for a two-hour block rating. Also 
listed are institute members' addresses, Vermiculite 
Institute, Chicago. Circle 325 on Reader Service 
card 


PANELING AND SIDING. Two full color catalogs 
cover manufacturer's line of paneling and siding. 
Included are close-up wood-grain samples, wide 
choices of colors, complete descriptions and ap- 
plication information, as well as sizes available. 
Photographs show room settings, exterior designs, 
accessories and matching trim and mouldings. 
Evans Products, Corona, Calif. Circle 326 on 
Reader Service card 


Annual H&H indexes 


Copies of House & Home's editorial in- 
dexes for 1965, 1966 and 1967 are still 
available. Each is an eight-page, cross- 
referenced listing of subjects covered 
that year by this magazine. To get copies 
(there's no charge) write to: Reader 
Service Dept., House & Home, 330 West 
42nd St, New York, N.Y. 10036. 


New literature continued on p. 166 


HOUSE & HOME 


#1 Bird roofing shortcut to bigger profits 


Cut material cost with 


Bird Wind Seal 
JET” Shingles and 


pocket 
the savings 


more jobs... bigger profits on 
every job for you. For more 
information, mail the coupon. 
Once you've installed JETS, 
you'll see the difference... 

in your pocket. 

Ask about the exciting new Terra- 
colors™ in the Bird Shingle line. 


896 less material used on an 
average job. That's real cost cut- 
ting. And that's just what you get 
when you install new Bird Wind 
Seal JET Shingles. There's 
virtually no waste! Not to men- 
tion the time saved. JET Shingles 
lay faster. They're self-aligning. 
No cutouts. This means time for 


Circle 133 on Reader Service card 


BIRD & SON, inc. BIHD 
Spei Walpole - ESON 


Please rush information on the new 
Bird Wind Seal®Jet.® Also send me 
information on: 


I 

I 

I 

I 

I 

I 

I 

I 

I 

I 

I 

I 

I 

I 

I 

: 

| ( Bird Vinyl Siding [] Bird Vinyl Shutters 
[| 
| O Bird Vinyl Gutter Systems 
I 
l 
I 
I 
I 
I 
I 
I 
I 
I 
I 
[| 
I 
i 
I 
1 
I 
[| 


Name 


Address 


Today Bostitch 
can put you In 
the truss business 
for under $2,000. 


BOSTITCH TRUSS TRUSS 
TRUSS NAILS TOP PLATE MEMBER 


A i het 


Heart of Bostitch Clinch-Nail Truss System is the special two-ply truss plate 
and companion clinch point nail. Each nail is power driven completely 
through joint and automatically clinched on opposite side. Two-ply 
construction of Bostitch clinch pad truss plate insures precisely controlled 
clinching action. 


SPECIAL CLINCH PAD 
TRUSS PLATE 


BOSTITCH 
TRUSS NAIL 


The new Bostitch Clinch-Nail Truss the cutting of webs and assembly. 
System makes it all possible. With 
Bostitch you combine the proven strength 
and durability of nail-on truss plates with 
the speed and low cost of a simple 
compact air gun system. 


Highest quality trusses—each nail goes 
completely through both sides of joint and 
locks wood between two steel plates. 


Versatility—makes almost any size and 


That means simplified scheduling—up 
to 120 trusses a day, when and as you 
need them. 


Low-cost trusses—requires only three 
men to do the entire job, including 


style truss. Just add tables to expand 
pitch and span to any lengths. 


Space savings—uses only half the floor 
space since we've eliminated flipping 
the truss. You nail from only one side. 


HOUSE & HOME 


Everything you need except lumber and saws! 


Two Bostitch N2 Truss Nailers Fixed or Portable Air Compressor Coil-fed Truss Nails Bostitch Steel Truss Plates 
—tremendous driving —your choice from a wide —especially designed for —flat, galvanized plates 
power at low air pressure. selection of compressors to fastening Bostitch Truss Plates. stamped with convenient 
And these nailers can do cover any air requirement. Full-head nail with special nailing guides. 

other nailing jobs when not clinch point. 250 nails per coil. 


in use for trusses. 


Complete Kit of Accessories 30-page Illustrated Manual Help from Bostitch Truss Compact, Walk-through Truss 

—includes all hoses and —easy-to-understand, easy- Experts— four-minute Jig— you get all truss jig 

fittings for air compressor to-follow instructions on movie films available on both hardware including saw guides, 

and nailers, spare parts, air how to build professionally assembly and installation hardened steel tabletop 

filter, lubricants and regulator. designed trusses. —through your local Bostitch clincher anvils and detailed 
representative. construction plans for six track- 


mounted movable noiling 
tables (two each heel and web, 
one peak and one splice). 


Whether you now build or buy trusses, you owe it to yourself 
to check out the Bostitch Clinch-Nail Truss System. You 
can't build or buy a better truss. Mail this coupon today! 


Bostitch 


E Division of Textron Inc. 
BOSTITCH i 
East Greenwich, R.!. 02818 


FASTENING SYSTEMS 


r 
| l 

| l 

e. l l 
Bostitch can : | 
| Please send me the full story l 

e atextron| company on the new Bostitch Clinch- | 
o something |“ pori. NI 
| | 
l l 
l l 
l l 
l l 
l | 
| | 
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Street 
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"RED.CAP" 


PLASTIC 
SCREW ANCHORS 


Screw starts 
easy in 
large throat. 


Famous b 
'"Hi-RED" | 
Anchor 
with a 
collar 


NOW! Tapered 


3 end slips 


SIZES / wie 
No. 8-C 


for 8, 7, or 6 screws (3¢" drill). 


No. 12-C 
for 12, 10, or 9 screws (4" drill). 


No. 16-C 
for 16, 14, or 4” lag (%s” drill). 


Gripper fins 
prevent 
turning. 


USE ANYWHERE... 
including masonry blocks 
and hollow walls 


"Red-Cap'' has all of the BIG 
HOLDING POWER and other im- 
portant features of the original "Hi- 
Red" anchor... plus a collar that 
keeps it from falling into masonry 
block cores and bottomless holes. 
Use with slotted tapping or wood 
screws. 


BUY 'EM IN 
HANDY KITS 
... OR 
CARTONS 
Kits include 


anchors, screws, 
and masonry drill. 


WRITE FOR 


FREE SAMPLES 


lu 
eal A HOLUB INDUSTRIES, Inc. 


OM 421 ELM ST.» SYCAMORE, ILL. 60178 
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starts on p. 158 


REDWOOD. PANELING KIT. Included in kit: five 
four-color booklets, from four to 20 pages in 
length, covering redwood homes, interiors and 
interior finishes, remodeling ideas and information 
on re-siding; three two-color four-page guides on 
lumber, plywood and interiors; a technical folder 
on the advantages of certified kiln-dried redwood; 
and a data sheet on nails and nailing. California 
Redwood Assn., San Francisco. Circle 311 on 
Reader Service card 


LIGHTING. Two catalogs—one on practical light- 
ing, the other on elegant lighting—cover manu- 
facturer's complete line of antique, provincial, 
Mediterranean, Spanish and contemporary chan- 
deliers, hanging lights, ceiling and wall fixtures, 
post and entrance lanterns and spots. Included is 
information on luminous ceilings, and complete 
Specifications for all models, with choices of ma- 
terials and finishes. Virden, Cleveland, Ohio. Circle 
312 on Reader Service card 


STRUCTURAL WOOD PRODUCTS. A full-color 
brochure describes post-and-beam construction 
with laminated wood products. Included is tech- 
nical data on patented beams and decking system. 
Photographs and drawings illustrate installation 
methods and finished buildings and the variety of 
finishes available. Potlatch Forests, San Francisco. 
Circle 313 on Reader Service card 


PANELS AND BEAMS. Revisions of design speci- 
fications for plywood curved roof panels and glued 
plywood beams supplement 1966 specifications 
and replace design sections in 1964 manuals. 

« Pamphlet on curved panels covers the spanning 
of load-bearing supports. The booklet on beams 
outlines design methods for beams with glued 
joints. American Plywood Assn., Tacoma, Wash. 
Circle 314 on Reader Service card 


PREFAB FIREPLACES. Described in a four-page 

* full color brochure are manufacturer's three types 
of freestanding fireplaces—conical firehood, rec- 
tangular firebox and ceramic firepot. Included are 
a color wheel and photographs of various installa- 
tions and room settings. Condon-King, Lynnwood, 
Wash. Circle 315 on Reader Service card 


PLASTIC PIPE FITTINGS. A quick-selector cata- 
log covers a complete line of insert fittings for 
plastic pipe, including all standard types and sizes, 
as well as many special purpose items. Color 
coded to show materials, i.e., brass, steel, nylon, 
PVC and polyethylene. American Granby, Mil- 
ford, Conn. Circle 316 on Reader Service card 


EPOXY FLOORING. A four-page brochure dis- 
cusses four epoxy floor systems: a terrazzo floor 
matrix, a conductive terrazzo floor matrix, a gran- 
ule floor and a floor topping for heavy duty areas. 
Specifications and properties are given, as are sug- 
. gested applications and test results. H. B. Fuller, 
St. Paul, Minn. Circle 317 on Reader Service card 


SEAMLESS STEEL PIPE. A 12-page catalog de- 
Scribes the manufacturing of and uses for seam- 
less standard and line pipe. Charts and tables pro- 
vide sizes and grades, list most common specifica- 
tions and include government requirements. CF&I 
Steel, Denver. Circle 318 on Reader Service card 


WESTERN RED CEDAR. A four-page full color 
guide to the various grades and patterns in siding, 
paneling, finish and trim. Includes tables of nomi- 
nal and actual dimensions and nailing drawings. 
Western Red Cedar Lumber Assn., Portland, Ore. 
Circle 319 on Reader Service card 


CEDAR 


LOSET 


BUILDERS SAVE AS MUCH AS 
$38.00 PER CLOSET. 


CEDARLINE — A dramatically different and 
easier way to install cedar closet lining 
made from Tennessee Aromatic Red Cedar 
processed into large flakes and compressed 
into an attractively textured pattern. Has 
the same strong, lasting cedar aroma, so 
highly valued for generations, that was 
found in fitted cedar boards. It's a// cedar— 
no fillers or other woods added. 

CEDARLINE comes in standard 4 ft. x8 ft. 
panels and easy-to-handle 16 in. x 48 in. 
panels. Panels are % in. thick. Can be cut 
to fit and nailed directly to studs or over 
existing walls. Need no finishing. Can 
also be installed with standard-type panel 
adhesives. 


Give your closet that wonderful forest 
fresh scent. See your Cedarline dealer, or 
write to us for further information and 
samples. 


(edarlines 


A PRODUCT OF 


GILES & KENDALL 


P.O. Box 188 Dept. HH, Huntsville, Ala. 35804 
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Jis hold 
matches ‘til cold 


Only you can 
prevent forest fires de... 


Ba sure to 
drown all fires 


Only you can 
prevent forest fires Self. 


ip. all smokes 


dead out 
Only you can 


prevent forest fires def... 


Published as a public service in cooper- 
ation with The Advertising Council. 
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Handcratted AFESA doors & 
"Old World Ironmongery... 


together they complete 
the Look that 
completes the sale. 


Magnificent AFESA doors and authentic wrought-iron 
hardware can make the selling difference between a 
‘nice’ home and an extraordinary showcase. Hand 
crafted, finished and stained by native Spanish artisans, 
AFESA doors bear a weather-beaten texture and rich pa- 
tina which cannot be duplicated. And the perfect com- 
plement is Renaissance-inspired antique iron-mongery, 
distinctively ornate in “Dull Black.” For prestige sales 
assurance — contact your AFESA dealer or write 
Cornell-Newton today for free specifications and styles 
brochure. 


Toronto 15 

Super Structure Door Co. 
of Canada 

62 Densley Ave. 


Orinda 94563 


Edward T. O'Reilly & Co., Inc. 


89 Loma Vista 


Denver 80206 

The McIntyre Co. 
P.O. Box 6033 
Cherry Creek Station 


Newington 06111 
Laurence R. Smith 
68 Holmes Rd. 


Castilla 


Write for free illustrated brochure 


CORNELL-NEWTON, INC. 


P.O. Drawer 112, 
Beverly Hills, California 90213 


Cornell-Newton Dealers 


Miami 

Farrey's Wholesale 
Hardware Co. 

P.O. Box 1597 

Little River Station 
Jacksonville 32205 
Quality Hardware, Inc. 
207 N. Ellis Rd. 


Trenton 08638 
Lewis A. Jammer Co. 
180 Ewingville Rd. 
West Caldwell 07006 
Pella Products of 
Northern N.J. 

35 Fairfield Place 


Boston 02127 
Creative Hardware 
933 E. 2nd Street 


New York 10021 
Elmer T. Hebert 
410 E. 62nd St. 


Omaha 68144 
Gibson Architectural 
Products, Inc. 
11902 Elm St. 


Cleveland 
Pekoc Hardware 
14009 Kinsman Rd. 
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Portland 97210 
Mulino, Products Co. 
2636 N.W. 26th Ave. 


Philadelphia 19130 


Alexander Woodwork Co. 


1529 Parrish St. 


Manchester Depot 
The Ral-Jerich Corp. 


Bromley Mt. Rd. Route 11 
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Ador Corp. (Sub of Rusco 
Industries, Inc.) 


American Saint Gobain Corp. 
Andersen Corp. 
Anderson Mfg. Co., V. E. 


Artistic Brass, Inc. 


Artolier (Div. of Emerson 
Electric) 


Ázrock Floor Products 


B. F. Goodrich Chemical Co. 
Becker Mfg. Co. 

Berger Instruments 

Berns Air King Corp. 
Bethlehem Steel Corp. 

Bilco Co. 


Bird & Son, Inc. 

Blu-Ray, Inc. 

Boise Cascade Corp. 
Bostitch (Textron, Inc.) 
Bryant Air Conditioning Co. 


Bryant Electric Co. (Div. of 
Westinghouse ) 


C F & I Steel Corp. 
Cabot, Inc., Samuel 
California Redwood Assn. 
Casings, Inc. 

Celotex Corp. 


Chevrolet Motor Div. 
(General Motors Corp.) 


Copper Development Assn., Inc. 


Cornell-Newton, Inc. 
Corning Glass Works 


DAP, Inc. 

Day & Night Mfg. Co. 
Deluxe Homes, Inc. 
Dominick & Dominick, Inc. 
Duo Fast Fastener Corp. 


Edison Electric Institute 


Emerson Electric Co. 
(Builder Products Div.) 


Fenestra 
Fiat Products Dept. 
Float-Away Door Co. 
Florida Gas Transmission 
Formica Corp. 
Frigidaire Div. 

(General Motors Corp.) 


Gaffers & Sattler 
Georgia-Pacific Corp. 


Gerber Plumbing Fixtures Corp. 


General Electric Co. 
Giles & Kendall 


Harris Mfg. Co. 
Hercules, Inc. 

Holub Industries, Inc. 
Homasote Co. 


Hotpoint Div. 
(General Electric Co.) 


I-XL Furniture Co. 
(Div. of Westinghouse) 


Inland Homes Corp. 
In-Sink-Erator Mfg. Co. 


The advertising index and reader service numbers published by 
HOUSE & HOME is a service to its readers. HOUSE & HOME does 
not assume responsibility to advertisers for errors or omissions. 
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Jacuzzi Research, Inc. 
Jenn-Air Corp. 
Jessup Door Co. 


Kemper Brothers, Inc. 
Kentile Floors, Inc. 
Kingsberry Homes 


Kinkead Industries 
(Showerfold Div.) 


Kirsch Co. 


KitchenAid Home Dishwasher 
Div. (Hobart Mfg. Co.) 


Kitchen Kompact, Inc. 
Kohler Co. 
Koppers Co., Inc. 


Lennox Industries, Inc. 
Leviton Mfg. Co., Inc. 
Libbey*Owens*Ford Co. 


Lightcraft of California 
(Nutone Div.) 


Lite-Beams Div. 
(Am-Finn Sauna, Inc.) 


Logan Co. 
Lyco Systems, Inc. 


M. H. Rhodes, Inc. 

Majestic Co., Inc. 

Marvin Windows 

Maytag Co., The 

Moen Div. (Standard Screw Co.) 
Monsanto/ Astroturf 

Morgan Co. 


National Oak Flooring Mfgrs. 
Assn. 


New England Homes, Inc. 

Nile Faucet (Div. of Masco 
Corp.) 

NuTone, Inc. 


Oliver M. Rousseau 
Olympic Stain Co. 


PPG Industries 

Paslode Co. 

Pella Rolscreen Co. 

Philip Carey Corp. 
Portland Cement Assn. 
Price Pfister Brass Mfg. Co. 
Proctor Products Co., Inc. 


Quality Courts Motels 


Rangaire Corp. 


Red Cedar Shingle & Handsplit 
Shake Bureau 


Reinforced Plastics Div. 
(Reichold Chemicals, Inc.) 


Reynolds Metals Co. 
Rotolite Sales Corp. 


Scherich Co., H. J. 

Sloane Mfg. Div., R&G 

Southern California Edison Co. 
Standard Dry Wall Products, Inc. 


Thiokol Texas, Inc. 
Torginol of America, Inc. 


W denotes Western edition 
M denotes Mid-Western edition 


N denotes North Central edition 


E denotes Eastern edition 
S denotes Southern edition 
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